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FIREMEN’S BREAKS 
SILENCE: JUSTIFIES 
LOUISVILLE POSITION 


Vice-President Neal Bassett Writes 
to Agency Force Complete Review 
of Board Controversy 








DISCRIMINATION IS ALLEGED 


Charges National Association and 
“Agency Bulletin” Are Not Prac- 
tising What They Preach 








The Firemen’s Insurance Company of 
Newark has broken its long silence on 
the Louisville board situation by pre- 
senting a complete review and defense 
of its action in that city. 

This statement goes out to agents of 
the company in the form of a letter 
sent by Neal Bassett, vice-president, 
who has handled the situation for the 
Firemen’s from the start. His state- 
ment takes up the appointment of 
President Botts, of the trust company, 
explains why it was done, outlines the 
action of the Louisville board in oppos- 
ing the appointment, and then dis- 
cusses the attack that has been made by 
the Louisville board and the National 
Association of Insurance Agents on the 
company, including the _ resolutions 
passed at Des Moines, condemning the 
Firemen’s and the long condemnatory 
articles in the “American Agency Bul- 
letin.” Mr. Bassett says it looks very 
much like conspiracy. 


Says Other Companies Get Preferential 
Treatment 


The rules of the Louisville board are 
analyzed and so are the advertising 
columns of the “American Agency Bul- 
letin,” printed by the National Associa- 
tion of Insurance Agents. These col- 
umns have contained some advertise- 
ments of bank agencies. Mr. Bassett 
charges discrimination against the Fire- 
men’s, preferential treatment of other 
companies and inconsistency on the 
part of the National Association of In- 
surance ,Agents and its organ, the 
“American Agency Bulletin.” Mr. Bas- 
sett stands pat and his argument is 
made with force and logic. The letter 
to the agents follows in ful}: 

To our agents: We have heretofore 
refrained from addressing you on a sub- 
ject which we knew could, in itself, be 
of but little, if any interest to most of 
you, and would not do so now were it 
not for the urging of our friends, and 


(Continued on page 15) 























NEIL PEARCE & CO. 


INCORPORATED 


INSURANCE 








BROKERS and AVERAGE ADJUSTERS 


KERR BUILDING 


38-46 BEAVER STREET NEW YORK 


TELEPHONE 


Broad 5092 to 5098 
Incl. and Broad 6000 


R. N. M. M. PEARCE 
President 


CABLE ADDRESS 
“NEPEARCO” 























COMMERCIAL UNION ASSURANCE CO. 


Limited of London 
United States Head Office 


55 John Street New York City 















































INSURANCE IN FORCE OVER $245,000,000 


For co-operation 
with agents in securing the 
complete satisfaction of policyholders 


THE 


EQUITABLE LIFE OF IOWA 


maintains a SERVICE Department which 
opens for them a broader field 
of opportunity and 
assures success 


NEW BUSINESS IN 1920 OVER $52,000,000 











O’BANNON POLICIES 
BACK WITH COMPANIES 


Agent H. B. Rosen Returns’ $500,000 
Insurance Already Delivered and 
Cancels $500,000 Additional 








MANUFACTURER HAS PARESIS 





Rosen Recovering From Illness Denies 
That He Will Stop Soliciting 
Insurance 





The life insurance companies have 
received from the United States Hoff- 
man Machinery Co., 63 Wall Street, 
New York, of which J. W. O’Bannon 
was president, the policies for $500,000 
taken out by that corporation; while ad- 
ditional policies for $500,000 on the life 
of Mr. O'Bannon have not been de- 
livered by Harry B. Rosen, who wrote 
this $1,000,000 insurance. The affairs of 
O'Bannon, whose sensational success in 
business has been cut short by an at- 
tack of paresis and who is now in a 
sanitarium in this city, were aired in 
the newspapers some months ago. The 
court appointed Mr. Rosen a guardian 
of O'Bannon. 

Unique in Insurance 

The return of these policies to the 
companies after the principal figure in 
the insurance transaction became ill is 
one of the most unique and interesting 
happenings which has ever come to the 
attention of the insurance world in this 
city. Fourteen doctors had examined 
O’Bannon for the insurance companies. 

Mr. O’Bannon had made his fortune 
as a manufacturer of artificial leather, 
while among his personal friends were 
some of the most prominent men in 
New York. The United States Hoffman 
Company was formed to make a ma- 
chine which automatically pressed 
clothes, and on the board of directors 
were a number of Mr. O'’Bannon’s 
friends including Mr. Rosen, Sometime 
after the corporation insurance was 
written and delivered, but before the 
personal insurance was delivered, Mr. 
Rosen noticed that his friend was act- 
ing strangely. When he became con- 
vinced that O’Bannon had developed 
paresis he notified the New York Life 
and then set about to get all the p»l- 
icies returned; and in this he was suc- 
cessful, 

The Olive Thomas Insurance 

In discussing the insurance on Olive 
Thomas, which was taken out for the 
Selznick Corporation, which starred her 
on the screen, and which insurance was 
written by Mr. Rosen, he said the story 
in the daily newspapers that the amount 
of insurance was $400,000 was incor- 
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rect; the right amount was $170,000. 
The insurance was written two years 
ago and Miss Thomas, who a few years 
ago was a clerk in a Pittsburgh depart- 
ment store, swallowed poison in Paris. 
A French Court, very thorough and 
careful about these investigations, has 
decided that death was accidental. 


Rosen Will Start New Year 
$1,000,000 in Applications 

Mr. Rosen is not soliciting business at 
the present time, and hasn’t since early 
in the Summer at which time he had 
an operation which resulted in blood 
poisoning and he was ill for weeks. He 
has recovered, but Mrs. Rosen is in a 
hospital critically ill, and he has told 
the officers of the New York Life and 
other friends that he will not go out 
again after business until she has re- 
covered, Despite this, during the past 
month $700,000 has been written by this 
extraordinary agent as a result of or- 
ders for insurance which came to him 
over the telephone. 

The foregoing paragraph is the real 
truth as to why Mr. Rosen isn’t out on 
the street selling insurance as he for- 
merly did. ‘ 

“I wish you would deny for me and 
with as much emphasis as you know 
how, rumors that I am to retire as a 
life insurance agent,” he said to The 
Eastern Underwriter in an interview at 
the Ritz-Carlton, where he has been 
living for some time. “These rumors 
have annoyed me beyond measure, and 
there have even been agents who have 
seen friends of mine; have told them 
that I am to retire; and have declared 
themselves to be Harry Rosen’s succes- 
sor. Life insurance is the breath of 
my life; and as long as a breath re- 
mains in my body I intend to write in- 
surance. Why even now I have put 
away applications from personal friends 
for $1,000,000 insurance which I shall 
not send in to the company until the 
first of the year.” 

Until he became il) this Summer Mr. 
Rosen had written $30,000,000 of insur- 
ance since January 1, 1920. 


with 





' 96-YEAR-OLD POLICYHOLDER 





Comment By the Mutual Life on Insur- 
ance of Late Dr. J. C. Reeve, 
Dayton, O. 





John C. Reeve, of Dayton, O., died re- 
cently at the age of 96, and the Mu- 
tual Life makes these comments on his 
insurance, the doctor having been an 
early policyholder of the Mutual: 

“He held three policies, two of them 
Ordinary Life and the third a Ten Pay- 
ment Life, and their total face amount 
was $2,000. The first was issued July 
23, 1849, the next October 19, 1854, and 
the last January 25, 1866. They were 
in force 71, 66, and 54 years, respective- 
ly. Total premium payments were $1,- 
985.30; total dividend additions were 
$2,930.33; amount of claim paid was 
$4,930.33; and the return over cost was 
$2,945.03. The insurance at death was 
practically two and one-half times the 
face amount of the policy. 

“After the dividend additions had 
reached a sizable amount,—at about age 
86,—their cash surrender value would 
have been sufficient to make the two 
Ordinary Life policies paid-up and to 
have returned to the insured all the pre- 
miums that he had paid both on the 
Ordinary Life policies and on the Ten 
Payment Life. In other words, the $2,- 
000 of insurance would not have cost 

im a penny; and thereafter he would 
have received, in the shape of divi- 
dends, a clear profit each year. 

“Contrast this policyholder’s experi- 
ence with that of men insured under 
other systems, whose cost of insurance 
increases as age advances, and event- 
ually becomes prohibitive and causes 
them, in their old age, to lose the pro- 
tection which they had struggled so 
hard to provide and maintain. Con- 
trast this record, also, with long-time 
records of non-participating policies, 
under which the insured paid premiums 
until age 96, and their estate then re- 
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Improved Disability Provision 
] Claim may be made as soon as disability occurs—no p.obationary 
Payments begin immediately on approval of claim—no proba- 
Monthly payments, lifelong, conditioned on permanence of dis- 
Immediate waiver of future premiums—no waiting until next 
Full amount of insurance paid when insured dies, without deduc- 


tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old- 
est legal reserve life insurance company still closer to the needs of 


For terms to producing Agents address 


The Mutual Life Insurance Company 
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ceived only the face of the policy;— 
non-increasing, non-productive, rigid- 
cost insurance. Dr. Reeve’s insurance 
is another graphic demonstration of the 
soundness of scientific, legal reserve 
life insurance, of the value of the mu- 
tual principle, and of the results which 
the Mutual Life is able to work out for 
its members.” 


REACH $1,000,000 MARK 

H. C. Walburn, of West Virginia and 
T. C. Meyer of Wisconsin are the first 
two men to make the million dollar 
mark for the Bankers Life of Des 
Moines for 1920. Mr. Walburn now has 
$1,009,000 of examined business to his 
credit and the total of Mr. Meyer is 
$1,003,000. 








*?Do You Know Him ? 
1. He is between 25 and 40 years of 


age. 


good hustler. 








2. He is not afraid of hard work and 
| is recognized by his friends and 
acquaintances as an all around 


3. He has several years’ experience 
as a life insurance salesman and 


organizer, preferably in city ter- 


ritory. 


4. He could be relied upon to take 
charge of and rejuvenate an es- 
tablished agency for one of the 


oldest and 
Companies. 


strongest Eastern 


5. The territory is one of the finest 
in the United States. 

6. He will give us complete infor- 
mation concerning himself in 


first letter. 


Correspondence confidential. 


Address Eastern 
c/o The Eastern Underwriter 
105 William Street 
New York City 


Stevens on Aims of = 
Chicago Field Club 


HOW AND WHY IT STARTED 





An Anti Part-Time Organization, 
Which Thought Underwriters’ Assn. 
Wasn’t Delivering the Goods 





R. W. Stevens, vice-president of the 
Illinois Life, told members of the Aggo- 
ciation of Life Insurance Officers all 
about the Chicago organization of 
special agents, known as the Field 
Men’s Club, at a banquet of the associa- 
tion in Chicago last week. He said in 
part: 

“This club was organized a few years 
ago avowedly in the interests of special 
agents and to some extent as a pro- 
test against the activities or, rather, the 
lack of activity of the local Association 
of Life Underwriters, which, so it was 
alleged, being dominated by the general 
agents and managers, had shown itself 
unable or unwilling to curb and correct 
certain age-old evils in our business 
such as rebating, twisting and unethical 
practices, and which evils the organiz- 
ers of the Field Men’s Club asserted 
could and should be checked by some 
effective association of special agents. 

“As to the earnest and high-minded 
intentions of those men who first enun- 
ciated the program and objects of the 
Field Men’s Club, I raise no question. 
I think, however, that we should con- 
sider whether or not the things which 
they now advocate should in the gen- 
eral interests of the insurance compa- 
nies and their agents be handled by 
such an organization, or if it is better 
for the various agency officers whose 
agents are members of the Field Men’s 
Club to confer freely and frankly with 
those agents assuring them that the 
Life Agency Officers Association will 
undertake to carry out all their laud- 
able recommendations and counseling 
them against any action which in the 
opinion of the experienced agency offi- 
cer would be unwise or which might 
cause friction between Home Offices. 

“Among the undertakings, so I am in- 
formed, of the Field Men’s Club in addi- 
tion to the elimination from our busi- 
ness of those improper practices which 
all right-thinking men will agree are 
improper practices are: the elimination 
by legislation of all so-called part-time 
men; the withdrawal of life agency con- 
tracts from general insurance offices; 
the adoption of uniform agency con- 
tracts giving equal compensation to all 
regardless of volume of business pro- 
duced; the abolition of the annual quota 
system for general agencies and branch 
offices; an increase in the compensation 
or allowances for general agents; and, 
a recognition of the right of the sub- 
agent who has made good and who is 
no longer a drag upon the time or the 
bank account of his general agent to 
enjoy from that time forward the full 
compensation paid by his company for 
new business, in other words, the elim- 
ination, of the general agent’s over-rid- 
ing commission. 

“With some of the various planks in 
the platform of the Field Men’s Club 
many of us can, I am sure, heartily 
agree; but as to others of those planks 
there is bound to be a great diversity 
of opinion. 

“As I see it, these special agents have 
come to the conclusion that through 
their own agency officers they can 
never hope to accomplish the things, 
many of them laudable, which they ear- 
nestly and sincerely feel should be ac- 
complished. It strikes me that perhaps 
without so intending it the Field Men 
have organized as a protest against the 
stand-offishness of some of our Home 
Offices, since surely if the men compos 
ing the membership of the Field Mens 
Club were in close personal contact and 
relation with their responsible agency 
officers at the Home Office they would 
not feel the need of a general organiza- 

(Continued on page 4) 
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Institutional Ad 
Idea Falls Through 


LACK OF INTEREST IS SEEN 








Winslow Russell Tells What Has Been 
Done; Unique Plan of Minor 
Morton 





Discussions of the subject of institu- 
tional advertising at the annual meet- 
ing of the Association of Life Agency 
Officers in Chicago last week indicated 
that plans for a national advertising 
campaign probably would fall through, 
due to a lack of interest on the part of 
the companies. Winslow Russell of the 
Phoenix Mutual Life, announced that 
the executive committee had been con- 
sidering the advertising problem and 
some of the members had submitted to 
their agents a proposition to the effect 
that if each agent would contribute 5 
cents for each $1,000 of business writ- 
ten between July and February, the 
companies would put up an additional 
5 cents, the amount thus raised to be 
spent on advertising. 

Although the replies of approval were 
not unanimous, enough favorable re- 
sponses were received without any pres- 
sure being put on the agents to indi- 
cate that such a plan could be worked 
out if the companies wou'd get together 
on it. The matter was then taken up 
with four of the largest companies of 
the country. Three of them were either 
definitely opposed to the plan or 
showed a lack of interest in it, while 
the fourth stated that it would go in if 
the other three did. 

A rather unusual plan for an adver- 
tising campaign was presented by Minor 
Morton of the Volunteer States Life, 
one of the strong advocates of institu- 
tional insurance advertising. His sug- 
gestion was that posters should be 
placed in frames in all of the postoffices 
and banks of the country, changing 
them every thirty days. He estimated 
that the cost of this campaign for a 
year would be $44,000, as compared 
with figures of $355000 submitted by 
one of the big advertising agencies as 
the cost of a general campaign of edu- 
cation in newspapers and periodicals. 

The only definite action taken along 
the line of institutional advertising was 
in connection with the Thrift Week 
campaign of the Y. M. C. A., which is 
to be repeated next January, with Jan- 
uary 19 as “National Life Insurance 
Day.” The association definitely pledged 
its co-operation in that movement, and 
its educational committee, of which 
Winslow Russell is chairman, will un- 
dertake the work on behalf of the com- 
panies. Much preliminary publicity will 
be given, so that the local men will 
have the ground well prepared in ad- 
vance. The National Association of Life 
Underwriters is also expected to take 
an active part in that campaign. 





BOHM REORGANIZES AGENCY 





Travelers General Agent Limits His 
Force to Thirty Full-Timers Only; 
No Brokerage 





Julius Bohm, general agent Travelers, 
512 Fifth Avenue, has reorganized his 
agency, limiting the force to thirty men 
who must devote their entire time to 
the Travelers and cannot place business 
elsewhere. 

“We shall not employ part-time men 
and certainly will not accept brokerage 
business,” said Mr. Bohm to The East- 
ern Underwriter. “The agency does 
not seek volume, but desires strictly 
quality and only wants a loyal agency 
force which makes the insurance busi- 
ness its profession.” 





MAKE SUCCESS IN GROUP 

Thomas & Thomas, two brothers who 
have accomplished surprising good re- 
sults in the group insurance field for 
the Aetna Life, are managers of the 
fZroup life department of that Company 
in Western Pennsylvania, West Virginia 
and Ohio. 
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Central Bureau 
of Sales Research 


DISCUSSED AT CHICAGO MEET 








Seven or Eight Companies Agree 
Tentatively to Subscribe $500 
Each for Bureau 


Steps taken for the formation of a 
Central Bureau of Sales Research, hav- 
ing for its purpose the improvement of 
production methods, formed probably 
the most significant feature of the an- 
nual meeting of the Association of Life 
Agency Officers, held in Chicago last 
week. Two of the important addresses 
of the meeting, those by John M. Hol- 
combe, Jr., manager of the sales re- 
search division of the Phoenix Mutual 
Life, and Charles Hommeyer, assistant 
superintendent of agents of the Union 
Central Life of Cincinnati, emphasized 
the need for such an organization, and 
made such an impression on the com- 
pany officials In attendance that steps 
were taken immediately to put their 
suggestions into operation. 

Seven or eight of the companies rep- 
resented agreed to subscribe $500 each 
for the establishment and maintenance 
of such a bureau. It was stated that 
the support of at least thirty companies 
would be required to assure the success 
of the movement, but Isaac Miller Ham- 
ilton. of Chicago, president of the Fed- 
eral Life, who is the new chairman of 
the association, said this week that as- 
surances of the co-operation of sufficient 
companies has already been pledged to 
make it certain that the bureau will be 
established. 


Will Stand On Its Own 

It will have no direct connection with 
the Association of Life Agency Officers 
but Chairman Hamilton and Winslow 
Russel! of the Phoenix Mutual Life. 
who more than any other men have 
been responsible for the organization 
and development of the agency officers’ 
organization, are taking charge of the 
organization of the new bureau and are 
expected to devote the same energy to 
it that they have to the older organiza- 
tion. 

Mr. Holcombe brought out in an @s- 
pecially striking way the fact that while 
immense strides have “been made as a 
result of scientific research in industrial 
and commercial life on all factors re- 
lating to the production and selling 
ends of business activities, what re- 
search work there has been in the life 
insurance business has been chiefly 
along actuarial lines, which has result- 
ed in substituting absolute certainty for 
uncertainty along those lines. 

The lack of a careful analysis of the 
market for life insurance and the pos- 
sibilities for production and conserva- 
tion of business he attributed quite 
largely to the fact that life insurance 
has been so easy to sell in recent years 
that such steps have not been consid- 
ered necessary. He pointed out, how- 
ever, that with the change in selling 
conditions whieh the companies are 
now facing, the adoption of methods of 
that sort were more necessary than 
ever before. 

Territorial Conditions 

Other lines of business have made a 
careful study of market conditions and 
the ways of securing a more economical 
distribution of their product, and he as- 
serted that a similar study on the part 
of the life insurance companies would 
well repay them for the time and money 
involved. 

The first factor which Mr. Holcombe 
cited as being of value in that connec- 
tion was a study of territorial condi- 
tions, to ascertain the general pros- 
perity and wealth of the different sec- 
tions of the country, for the purpose of 
showing about how much insurance 
each section can be expected to pur- 
chase. In that connection the capacity 
of the sales organizations in each sec- 
tion should be studied and quotas as- 
signed accordingly. Such a study would 
also show agency departments what 
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were the most desirable points for the 
establishment of new agencies or gen- 
eral agencies. Among the items which 
he listed as indices to the general pros- 
perity of a given section or community 
were the bank deposits, ayerage month- 
ly purchases, percentage of urban popu- 
lation and telephones. jAn analysis of 
the relationships determined by these 
and other factors, he said, shou'd en- 
able a company to determine whether 
the insurance sold and in force is up 
to the proper standard. 

He also urged the necessity for a 
study of the type of people who are buy- 
ing insurance, in connection with the 
records for persistence of business and 
mortality. He pointed out the enor- 
mous waste through lapsation, which he 
said might be largely eliminated 
through a careful study of the causes 
of lapses. 

Mr. Hommeyer's talk is reproduced 
elsewhere. 

Some discussion centered around the 
address of Carl A. Secoy, assistant ag- 
ency manager of the Phoenix Mutual 
Life, outlining the methods employed 
by that company in the use of a rating 
scale for the selection of agents, out- 
lined in The Eastern Underwriter of 
last week. 

“The question of the respective parts 
which the home office and the branch 
office or general agency should play in 
selecting and training local agents 
came in for especial discussion. E. 5S. 
Albritton, of the Minnesota Mutual Life, 
who advocated centralized systems of 
helping the general agent in his selec- 
tion of agents and urged that the home 
office should assist as much as possible, 
represented one viewpoint, while W. H. 
Kingsley, vice-president of the Penn 
Mutua', who said that his company did 
not try to guide the general agent to 
any extent in the selection of solicitors, 
gave the other side of the case 

Hastings, Stevenson and Mead Talk 

Dr. John «A. Stevenson, third vice- 
president of the Equitable Life of New 
York, who was until quite recently at 
the head of the Carnegie School of 
Life Insurance Salesmanship, took the 
view that in the training of agents 
there was a clearly defined teaching 
function that the agency manager must 
assume, and that while there was much 
that the home office could do to assist 
him, it could not do it all. 

An especially valuable contribution in 
the way of a study of the high cost of 
lapsation was made by Franklin B. 
Mead, secretary and actuary of the Lin- 
coln National Life, who presented a 
comparison of the experience of seven 
companies, showing that the company 
in the group with the least favorable 
lapse record (although one of the best 
and most conservatively managed com- 
panies) if it had written the same vol- 
ume of business that it did for the ten 
years covered by the comparison and 
had had the more favorable lapse record 
of the company making the best show- 
ing, its mortality savings, loadings and 
the like would have been 20 per cent 
greater than they have actually been, 
to say nothing of the greater interest 
earnings. He pointed out that with a 
period of deflation starting, an _ in- 
creased lapse rate was to be expected, 
which the companies must bend every 
effort to decrease by well chosen meth- 
ods of conservation, 

The ques-ion of whether the branch 
office system or salaried managers se- 
cured the best results in the conserva- 
tion was discussed at some length and 
brought out some spirited arguments. 
The sentiment of the men in attendance 
seemed to be favorable to the salaried 
system. At one point during the dis- 
cussion those who believed that the 
tendency is toward the branch office 
System were asked to raise their hands 
and eleven responded. Those who con- 
sidered the branch agency system the 
most satisfactory numbered twenty- 
seven. Most of the officials did not vote 
either way. 

Several of the New York Life men 
cited as a decided advantage the fact 
that the company pays the cashier’s 


salary. In the smaller cities and towns 
the reinstatement work is left entirely 
to the cashier or his assistant, leaving 
the agent to give more time to business 
préduction, 

Glover S. Hastings, superintendent of 
agents of the New England Mutual, 
compared two of his company’s offices 
in one of the large cities, one with a 
salaried manager and the other with a 
commission general agent, and stated 
that the general agency office had the 
most satisfactory record when it came 
to renewals, He said the company had 
tried out these plans to its own satisfac- 
tion and was convinced that the gen- 
eral agency system is the most satis- 
factory. He declared that the salaried 
man was apt to be more dependent on 
the company, and did not have the same 
initiative as the general agent, who is 
moved by self interest. 


STEVENS ON FIELD CLUB 
(Continued from page 2) 
tion of life insurance agents to secure 
reforms which they think should be 
brought about; and, most certainly, the 
agents of one company would not call 
to their assistance agents of other com- 
panies in an effort to secure modifica- 
tions of their own agency contracts if 
they had any hope of securing without 
such assistance such modifications as 
they may desire at the place where they 
should properly be taken up and con- 
sidered, namely, their own home offices. 

“If, however, it is the sincere, honest 
opinion of those men who are taking 
an active part in the Field Men’s Club, 
that such reforms as should be made 
in our agency systems and practices can 
come only through a coalition of all ag- 
ents in the field, then Home Office ag- 
ency officials had better begin to wake 
up. 

“And right here I want to say that 
there is no unworthy or disreputable ag- 
ent in the field for whose retention in 
our business some Home Office is not 
knowingly responsib'e; that there is no 
reprehensible field practice which has 
not been connived at, abetted or ap- 
proved by some Home Office; and that 
it is high time for Home Offices to take 
some united and effective action look- 
ing toward the suppression of field con- 
ditions which are the result of inexcus- 
able inefficiency or low moral and ethi- 
cal standards at Home Offices. 

“*Work or Fight,’ said our Govern- 
ment, and every red-blooded citizen 
heartily approved of the order. ‘Be a 
Credit to Life Insurance, or Get Out of 
the Business,’ should be the universal 
slogan of the life insurance companies; 
and if that slogan should be adopted 
and lived up to by every legal reserve 
life insurance company in the United 
States, agency losses would shrink to 
insignificance, the ‘floater’ would be a 
pest of the past, and the business of 
life insurance selling would speedily at- 
tain to and hold a position of honor 
among those callings against which the 
public holds no prejudice.” 





PLANT MEMORIAL TREES 

“That twelve trees should be planted 
in Madison Square Park in memory of 
the twelve Metropolitan Men who died 
while in the Government’s service dur- 
ing the war,” was the motion made ata 
recent meeting of the Metropolitan 
Post, American Legion. It was passed 
unanimously. Armistice Day, November 
11, was selected as peculiarly suitable 
for the dedication of the trecs, and on 
that day twelve trees, newly planted in 
Madison Square Park, along Madison 
Avenue between Twenty-third Street 
and Twenty-fifth Street will be formally 
dedicated to the Twelve Metropolitan 
Home Office Men who died while in the 
service during the war. The ceremony 
will take place in the afternoon, be- 
ginning at 3:30, at which time the Home 
Office Force will be permitted to leave 
their work to attend. 





The KE. A. Woods Agency, Pittsburgh, 
is carrying $224,960 group insurance on 
agents and office force. 

















THREE RULES: 


The Northwestern Mutual Life Insurance 
Company was the pioneer in establishing 























rules to protect itself and its agents 
against evils which demoralized the business. 

For twenty-seven years it has enforced a stringent Anti- 
Rebate Rule. 

For twenty-three years it has observed a No-Brokerage Rule 
which prohibits the acceptance of business from, or the pay- 
ment of commissions to, other than an agent of the company. 
Exception only is made in the case of legitimate surplus 
business and then only from a licensed agent of another 
company upon an anti-rebate agreement from him. 

For more than twenty-eight years it has adhered to its 
present Civil Service Rule which provides that all appoint- 
ments to general agencies shall be made from those already 
connected with the company and otherwise qualified. 

To the literal enforcement of these rules is attributed, in 
large part, the success, high character and the loyalty of the 
agency force of 


AA 
N Ah 


/ 
\ 


ih 
inl) 





The 
Northwestern Mutual Life Insurance Co. 


of 
Milwaukee, Wisconsin 
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The Complete Protection 
and 
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satisfaction. 


Founded 1865 


The Provident Life and Trust 
Company of Philadelphia 


(Pennsylvania) 





PROVIDENT agents are selling not only protection but 


The policy-holder who matures a Provident Long Endow- 
ment is a center of Provident influence in his community. 


PROTECTION+ THRIFT =SATISFACTION 


THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 


Secure prompt action in the 
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WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 











Clearing House of 
Sales Intelligence 


HOMMEYER 





ADVOCATED BY 





Men, Market and Methods Discussed 
By Union Central Assistant 
Agency Superintendent 





The desirability of a central bureau 
or clearing house of sales intelligence 
%eems to me as conclusive as “heads 
I win and tai’s you lose,” said Charles 
Hommeyer, assistant superintendent of 
agents, Union Central, talking to the 
Association of Life Agency Officers in 
Chicago last week. 

The scope of the bureau’s research 
should cover the various problems of 
the agency officers or managers. There 
is doubtless more or less difference of 
opinion as to the real character of the 
task, and the best method of its accom- 
plishment. 

Present day sales management, how- 
ever, is more and more putting the em- 
phasis, not on getting the most but on 
getting the best out of men. A thor- 
ough knowledge, a broad sympathy, and 
a genuine sincerity are the foundation 
stones on which a permanent and loyal 
agency force may be built. For loyalty 
is never found on the bargain counter, 
or knocked down to the highest bidder. 

Facts the Main Essential 

The “hale fe low well met” and the 
writer of ginger letters are types of 
agency managers that must give way 
to the men who possess the facts that 
will help their organization to develop 
and achieve their best. 

In furnishing the kind of “facts” 
needed by agency managers in the so- 
lution of their problems, a central bu- 
reau of sales research can render an 
invaluable service. These essential 
facts may be classified for brief sum- 
mary under three headings—namely, 
Men, Market and Methods. 

“In my estimation, the character of 
the representation obtained is fully as 
important as the volume of business 
secured; for the institution of life in- 
surance, as well as a particular com- 
pany, is known by the men it keeps, 
and both suffer when misfits or unde- 
sirables are employed,” said Mr. Hom- 
meyer, 





The principal causes, of the all too 
frequent failures among agents, are poor 
selection, lack of. training, and bad 
management. None of these causes, 
however, is whol'y irremediable and all 
can be reduced by utilizing the prac- 
tical data that might be evolved out of 
the combined experiences of the com- 
panies. 

Following the three-fold division sug- 
gested—the research concerning men 
should cover the plans employed; in 
selecting agents; in judging qualifica- 
tions; in investigating character and 
past records; in training and equipping 
new recruits; and in analyzing and re- 
cording results obtained. 

Market Research 

Under “market research” could be in- 
cluded a survey of the territory, giving 
State and county data, regarding popu- 
lation, wealth, industries, products, and 
prevai ing conditions. 

The United States Census Reports 
furnish an extensive analysis of the 
population by age, sex, race, and occu- 
pation, as well as many other valuable 
and vital statistics. 

A tabulation by states and counties 
of total business in force, and a com- 
parative statement of monthly new 
business sett’ed, without reference to 
any individual company -records, would 
be the best criterion of the possibilities 
in any particular field, and furnish an 
important factor in fixing agency 
quotas, 

A monthly report by states or dis- 
tricts concerning weather, crops, indus- 
trial and financial conditions would also 
be valuable. 

Methods 

Concerning methods, the research 
might review different managerial pol- 
icies, as well as more detailed informa- 
tion regarding blank forms, and sys- 
tems of records employed, and the plans 
and rules governing contests, training 
classes, and agency conventions. 

“These fragmentary suggestions are 
intended merely as a basis. for the fur- 
ther discussion and development of the 
idea. The idea, by the way, being by 
no means new or original, as there are 
already in operation bureaus and pri- 
vate corporations that parallel at least 
some of the lines suggested, and per- 
haps one or more of these organizations 
might best be employed to carry out 
any plan adopted by this association,” 
concluded Mr. Hommeyer. 





How New York Life 
Conserves Business 


DEPARTMENTAL CO-OPERATION 








Merits of General Agencies and Branch 
Offices Reviewed By Chicago 
Inspector of Agencies 





The relation of the agent to the con- 
servation of business was the title of 
a paper read last week before the As- 
sociation of Life Agency Officers by 
Robert E. Whitney, inspector of agen- 
cies, New York Life. He began by ex- 
plaining the means employed by the 
New York Life in the conservation of 
business. 

1. In most cases the commission paid 
on the second year’s premium is larger 
than in any other year except the first. 
This makes it to the agent’s interest 
to use his time, energy and ability in 
keeping the business on the books in 
the most critical year of the policy’s 
history. 

2. The cashier at the branch office is 
paid by the company and is entirely 
under supervision of the Home Office. 
Furthermore, one of the factors in con 
sidering any increase in his salary is 
his ability to reduce the lapse rate. 


3 In the large cities the company 
has reinstaters whose sole work is to 
interview policyholders with overdue 
premiums, and in the smaller cities the 
branch office cashier or his assistant 
frequently does this work. 

4. The work of the cashiers at the 
various branch offices is carefully su- 
pervised by the Home Office and their 
percentage of lapses is compared fre- 
quently with previous records, 

Advantages of Both Systems 

“It will be seen from the foregoing, 
therefore, that the New York Life sys- 
tem utilizes the branch office cashier, 
the agent and the Home Office. 

“The advantages or disadvantages of 
the branch office over the general 
agency system cannot be proved by 
comparing the lapse rate of two com- 
panies operating the different systems, 
because the underlying conditions may 
be entirely different,” he said. “I shall 
content myse‘f, therefore, with a few 
observations. 

“In some general agencies the ques- 
tion of conservation would receive care- 
ful and prompt attention. If this were 
done by the general agent, it would 
undoubtedly result in as good returns 
as under our method. There are other 
agencies, however, in which the mat- 
ter would not receive the same kind 
of attention, or in which it would re- 








GENERAL AGENT WANTED 





York. 








One of the oldest New England Life Companies is in 
need of a General Agent to be located in Albany, New 


The agency has long been established, and has a good 
volume of business in force. 


Reply “General Agent” 
The Eastern Underwriter 


| 105 William Street, New York City 

















The Test of Service 











The ultimate success of a life insurance company de- 
pends upon what those who have bought its policies in the past 
think of the service they have received. 
Mutual passes this test with flying colors. Over $45,000,000 
or 35%, of the business delivered last year was on the lives o 
men and women already insured in the Company. 


JOSEPH C. BEHAN, Superintendent of Agencies 
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44 General Agencies paid for 
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ceive varying attention, depending 
upon the time which the general agent 
or his assistant could devote to it. 
On the other hand, under the branch 
office system, it is part of the cashier’s 
daily duty to attend to keeping policies 
on the books and to reinstating them. 
The agent is relieved of all work in 
connection with the payment of pre- 
miums, thus permitting him to devote 
all his energies to canvassing for new 
business. If, however, the premium is 
not paid when due, the cashier can im- 
mediately call upon the agent for help 
as the agent is financially interested 
in having the premium paid. The cash- 
ier has form letters which represent 
the best methods known at the Home 
Office. Each branch office therefore is 
not left to its own devices with regard 
to form letters which may or may not 
be satisfactory. At one time letters 
were sent to the delinquent by the 
Home Office after the branch office 
cashier ard the agent had _ failed 
to get the insured to reinstate his 
policy, but this was abandoned be- 
cause the percentage of reinstated pol- 
icies by this means was too small to 
‘ justify the expense. This is a tribute 
to the combined work of the agents and 
the cashiers in conserving business. 
In order to facilitate their work the re- 
newal receipt may be retained in the 
branch office for thirty days after the 
month of grace has expired, during 
which time a health certificate may be 
accepted and approved by the cashier 
except in cases above $10,000. This 
method might not be satisfactory in 
the case of a general agency, especially 
where daily reports are not required. 

Re-Instatement of Lapsed Policies 

“In connection with reinstatement of 
lapsed policies our analyses at different 
times have shown that there are 
‘chronic lapsers,’ who call for far more 
than their share of attention. It is an 
open question whether it pays to call 
periodically on them, as they are not 
a source of strength to the company. 


“I shall like to caution against mak- 


ing deductions from comparisons be- 
tween the lapse rates of different com- 
panies. It is well known that the lapse 
rate varies by plan of insurance—in 
fact it is almost an axiom that the 
larger the premium per thousand of in- 
surance, the lower the lapse rate. A 
company issuing principally ordinary 
life insurance should therefore not be 
compared with a company issuing prin- 
cipally endowment insurance. It is also 
recognized that the locality has a de- 
cided influence on the lapse rate. The 
experience of one Massachusetts com- 
pany, for example, shows that the lapse 
rate in the New England States is one- 
half of that in the Midd'e Western 
States, and that the lapse rate in a 
group consisting of New Jersey, New 
York and Pennsylvania is less than 
four-fifths of that in the Southern 
States. A comparison, therefore, could 
not be correctly made between the 
lapse rate of two companies. operating 
in different parts of the country. 

“While a great deal can be done in 
the way of reducing lapses by careful 
supervision from the Home Office, and 
persistent, steady work in the branch 
offices, in the final analysis the busi- 
ness must be sold properly in the first 
instance, If agents misrepresent, there 
is certain to be a large lapse ratio; if 
agents rebate, there is certain to be a 
large lapse ratio; and if agents are 
permitted, in settlement of premiums, 
to take notes running for too long a pe- 
riod, the lapse ratio will surely be ad- 
versely affected. So that the same 
thing which makes for an efficient life 
insurance organization in other depart- 
ments, applies in the department of 
conservation—namely, straightforward, 
honest, hardworking agents.” 





LEONARD GROUP REPRESENTA- 
TIVE 


H. E. Leonard is representative of the 
group department of the Missouri State 
Life in the new branch office opened by 
that company at 209 West Jackson 
Boulevard, Chicago. Karl B. Korrady 
is manager, 


Index of Insurable 
Opportunity Cited 


INCOME TAX RETURNS LIST 





Albert G. Borden, Equitable Life Assur- 
ance Society, Offers Good Sugges- 
tion for Agency Force 





Albert G. Borden, superintendent of 
the agency bureau of the Equitable Life 
Assurance Society, coined an unusually 
effective phrase in his talk before the 
Association of Life Agency Officers in 
Chicago last week. It was this: “An In- 
dex of Insurable Opportunity.” That’s 
a phrase with a lot of go, snap and po- 
tentiality about it. He was referring 
to data from the Income Tax Section of 
the Treasury Department, and his topic 
at the meeting was “To what extent 
should the Home Office serve the 
Branch Office or General Agent?” Mr. 
Borden said in part: 

“I presume that most of you keep a 
scrap book—mental or actual—in which 
to file interesting articles and com- 
ments that come before your observa- 
tion. [I do. And I will give you the lat- 
est contribution to my book which I 
took from a recent periodical, entitled 
‘Four Rules for Correct Business Think- 
ing.’ 

(1) Find something to think about. 
(2) Collect the facts. 

(3) Hammer out a decision. 

(4) Put your decision to work. 

“In the agency department of a life 
insurance company we are never both- 
ered about item No. 1—that I appre- 
ciate—for we always have ‘something 
to think about.’ But the other points 
are very pertinent—‘collect the facts,’ 
which is sometimes tiresome; ‘hammer 
out a decision,’ which takes effort; and, 
lastly, ‘put your decision to work,’ 
which most of all requires great energy. 

Insurance Bogie 

“One of the problems with which we 
are all constantly faced is the problem 
of a scientific basis of assigning quotas 
to agencies. At last year’s meeting I 
made a brief reference to this subject 
which I expressed in the golf term of 
an ‘insurance bogie.’ It is fundamen- 
tally necessary and apparent that if 
you are to use the allotment system 
with any agency, you must have a rea- 
sonable basis of determining the aliot- 
ment, or you will not have the co-op- 
eration of the manager. Under a later 
topic on the program you are liable to 
hear more on this subject, but I might 
touch briefly on what we have at- 
tempted to do in respect to determin- 
ing quotas. There are three general 
factors which we take into considera- 
tion—(1) the population of the district; 
(2) what other companies have done in 
the district; (3) what we have done. 
And we have made quite a number of 
interesting studies with a view to ar- 
riving at what you might call a ‘net 
insurable population,’ Of course, we 
have never been able to arbitrarily 
exact the same relative production from 
all fields, as the condition in the agency 
itself is a factor that cannot be _ ig- 
nored; but with a knowledge of what 
other companies have done in the past 
in the district and with the population 
of the district—and we have even 
gone so far in connection with the lat- 
ter as to try to approximate the wealth 
of the district, as well as the net in- 
surable population—we feel that we 
are in a strong position to give a man- 
ager an allotment that he knows is rea- 
sonable. And when he knows the quota 
is reasonable, he can have no explana- 
tion for its non-performance except lack 
of ability. And that, of course, every 
man is loath to admit. 

Index of Insurable Opportunity 


“Recently I went to Washington with 
the chief of our division of sales re- 
search and called upon both the Cen- 
sus Bureau and the Income Tax Sec- 
tion of the Treasury Department, and 
especially at the latter place we se- 
cured a great deal of interesting data 
that has a direct bearing on our work. 
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The Columbian National Life Insurance Company 
Boston, Massachusetts 


ARTHUR E. CHILDS, President 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Low Guaranteed Rates 








THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ORGANIZED 1850 NON-PARTICIPATING POLICIES ONLY 


Over Forty Five Million Dollars Paid to Policyholders 


JOHN P. MUNN, M. D., President 


Good territory open for high class, Fg me producers, under direct contracts with the Company 
Address Home ce, 277 Broadway, New York City. 














SECURITY MUTUAL LIFE INSURANCE COMPANY 
Binghamton, N. Y. 


David S. Dickenson, President 


Offers good territory and a liberal 
contract to reliable men of ability. 


For Particulars address 


C. H. JACKSON, Superintendent of Agencies 
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HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTION FOR THE ENTIRE FAMILY 
This y issues all modern forms of policy contracts from age 3 months 
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ORDINARY POLICIES contain a valuable Disability clause and are guar- 
anteed by State Endorsement. 
GOOD CONTRACTS FOR LIVE AGENTS 
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SPECIAL COMBINATION POLICY 


with multiple benefits and unique excess interest dividends (simon pure 
dividends), has seemed to afford no possibilities for improvement and 
yet ways have been found recently to invest that policy with a brand 
new dress that makes it even more salable than before. It is the policy 
ae that enables those world records for growth to be shattered 
y the 


So 





INTERNATIONAL LIFE OF ST. LOUIS 











——— 


PENNSYLVANIA OPPORTUNITY 


If you are interested in making a pesmanent connection with an old well estab- 


lished company with a progressive management and an unequalled dividend recerd, 
it will be te your interest te investigate our propesiticn. 


PERMANENT, 

















and st 


Dayt 
tion in 
should 
lection 
should 
come t; 
chairm, 
Taxatic 
Credit 
the Ob 














November 19, 1920 


THE EASTERN 


UNDERWRITER 7 








The Income Tax Section issues for the 
various states of the Union a state- 
ment of those submitting income tax 
returns classified by amounts, and as 
between male and female, so that we 
can tell, for instance, for Alabama, how 
many people there were with net in- 
comes of $1,000, $2,000, $3,000, $5,- 
000, etc. This is probably the most val- 
uable index of the insurable oppor- 
tunity of any state that we can get. 
The only flaw in the program is that 
the state is the smallest unit that they 
have, but I found a very friendly dis- 
posed attitude on the part of the chief 
of the branch on whom I called, and 
they promised to see if in future years 
they can give the information by coun- 
ties. I do not like to say anything more 
on this subject, but I feel that this is 
one of the biggest problems that as 
agency executives we are called upon 
to study—that is, what is the real in- 
surance opportunity of a given state? 
And while we are quite willing to pur- 
sue this subject alone, yet we shall 
welcome any who may desire to col- 
laborate with us in determining this 
question, or, to get back to the golf 
term, in deciding upon our life insur- 
ance bogie. I do not know whether it 
may seem wise for this organization 
to appoint a committee to study the 
subject or not, but we shall welcome 
whichever method may appeal to you 
as wise. 

“In conclusion I might give you a 
few facts that we have co'lected with 
regard to incomes that might be of in- 
terest to you and that are not without 
a bearing on the subject under discus- 
sion. Out of a total population of 105,- 
000,000 in the United States only 5,600,- 
000 submitted income tax returns last 
year. The aggregate net income of 
those submitting the returns is estimat- 
ed as nearly $20,000,000,000—and, inci- 
dentally, the larger part of the income 
tax paid the government comes from 
personal service, that is, from incomes 
received for salaries, partnership prof- 
its, ete. Therefore, it would appear 
that in respect to life insurance we are 
a long way off from the ‘point of sat- 
uration,’ for if our total outstanding life 
insurance is roughly $36,000,000,000, it 
is relatively a sma'l sum when meas- 
ured in terms of incomes. Consequent- 
ly, it would seem that we are more 
than justified in any program of con- 
servation that we may see fit to adopt.” 





Want some epitomized 
reasons for business in- 
surance? Here they are 
from the E. A. Woods 
Agency, Inc., Pittsburgh. 


To forward new enterprises; 


To perpetuate old established busi- 
nesses; 

To capitalize individual ability— 

To strengthen credit and financial 
standing— 

To provide good collateral acceptable 
to banks— 

To establish a sinking fund for retir- 
ing bonds— 

To provide a fund for calling in 
stock, in the event of the death of part- 
hers or stockholders— 

To prevent withdrawal of capital, in 
event of the death of officers, etc.— 

To guarantee the continuity of plans, 
by eliminating “estates”— 

To create a fund for death benefits, 
or pensions, for valued employes— 

The agency practices what it preach- 
e3 in that it carries $345,500 of business 
insurance on the lives of its officers 
and stockholders, - 


Brief Reasons 
for Business 
Insurance 





WANTS TAX REFORM 

Dayton, O., Nov. 16.—“The corpora- 
tion income tax should be repealed; we 
should stop using corporations as col- 
lection agencies, and each individual 
should be permitted to pay his own in- 
come tax,” said R. G. Elliott of Chicago, 
chairman of the Committee on Federal 
Taxation of the National Association of 
Credit men today when he addressed 
the Ohio Bankers Association here. 


Spend 2 P. C. of Income 
for Life Insurance 


HOFFMAN ON FAMILY MINIMUM 


Prudential Authority Talks to Insur- 
ance Men in Pittsburgh; Figures 
Showing Various Increases 








In a talk before Pittsburgh insurance 
men a few days ago Dr. Frederick L. 
Hoffman, third vice-president of The 
Prudential, asked himself the question, 
“What is a proper proportion of the in- 
come to be expended in the form of in- 
surance payments?” which he answered 
in this way: 

“In the recent anthracite wage dis- 
pute a number of family budgets were 
introduced which indicated a range of 
insurance payments in the case of wage 
earners from a minimum of 1.6 per cent 
to a maximum of 4.6 per cent of the to- 
tal family income. It. may, therefore, 
be assumed that as a minimum consid- 
eration the normal expenditures for in- 
surance should never be less than 2 per 
cent of the family income in the case 
of wage earners, but the figures may 
well be raised to 5 per cent when it is 
considered that the minimum propor- 
tion expended for compulsory health in- 
surance in Germany is placed at 6 per 
cent alone. All social insurance pay- 
ments combined constitute from 10 to 
15 per cent of the German wage earn- 
er’s income, leaving no other conclusion 
than that an expenditure of 5 per cent 
in the case of our wage earners is not 
an unreasonable proportion to set aside 
as a minimum for the protection of 
those who will be deprived of the in- 
come of the head of that family at his 
death.” 

Taxes Going Up 

Some other points made by Dr. Hoff- 
man in his address were these: Legal 
reserve life companies in 1919 paid 
nearly $25,000,000 in taxes. The tax 
rate, in proportion to the premium has, 
during the last decade, increased from 
1.7 per cent to 2 per cent. By way of 
comparison, the tax rate of Canadian 
companies during the same period in- 
creased from 1.1 per cent to 1.6 per 
cent. Dr. Hoffman says it is regret- 
table that no effort has been made in 
this country to induce Congress to 
adopt the admirable principle of the 
British income tax, which allows for de- 
ductions to be made on account of life 
insurance premiums, limited, of course, 
to a fixed sum. “This concession on 
the part of the Government is called 
for on the highest consideration of pub- 
lic policy.” 

The amount of Ordinary insurance in 
force has increased during the Jast 
decade from $144 to $267 per capita, 
whereas the corresponding increase in 
Industrial insurance has been from $35 
to $57 per capita, or a combined total 
for both forms of insurance from $178 
to $323. The total annual income of 
legal reserve life companies now ex- 
ceeds $1,500,000,000. The ratio of re- 
jections is about 10 per cent in the ex- 
perience of conservative companies. 

The number of industrial policies at 
the present time exceeds 45,000,000, rep- 
resenting not less than 35,000,000 in- 
sured persons. The large amount of or- 
dinary insurance on the lives of wage- 
earners, is represented by nearly 5,000,- 
000 policies, insuring $5,500,000,000 on 
both wage-earners and others insured 
with companies transacting an indus- 
trial business. 





PROMOTE C. A. LAMOREAUX 

Two years ago C. A. Lamoreaux went 
to the Copper Country in Michigan and 
took charge of the Detroit Life’s busi- 
ness in that section. He has developed 
a business that has maintained an av- 
erage of better than $75,000 a month. 


“Because of his success, the company 


has appointed him manager at Lansing. 
He is succeeded by Napoleon J. LaCasse 
and Harry T. Ingersoll. 











REAL SATISFACTION 


Working with William N. Compton and the John 
Hancock Mutual Life Insurance Company in New 
York City forms the happiest combination imagin- 
able for the life insurance salesman. 


If you have any doubt in your mind have it dispelled 
by calling at 


220 BROADWAY 
Phone 6030 Cortlandt 





























A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum ef 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 
ests of all members. 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
% reserve 











Southwestern Life Insurance Co. 
Home Office, DALLAS, TEXAS 











| 





“IN THE CENTER OF THE U. S. A. | 











is located a big, vigorous, and growing 
institution of Life Insurance. 


Our geographical location enables us to 
render exceptional service to our poliey- 
holders and field force. 


Over $260,000,000 of insurance in force. 





Investigate for yourself. 


Missouri State Life Insurance Company 
M. E. SINGLETON, President 
St. Louis, Missouri 























Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 





“Total Resources Dec. 31, 1919.... over  $7,500,000.00 
Insurance issued during 1919..... over 26,000,000.00 
Insurance in force Dec, 31, 1919.. over 70,000,000.00 








THE PAN-AMERICAN WAY. 

In keeping with the higher Ideals and Ethics of the Business, the Pan- 
American does not seek to employ agents of other companies, but by 
interesting men of intelligence, character and clean record, instructing 
them by correspondence, and assisting them in the active co-operation 
of specially trained men, it has built up a field organization that is 
prosperous and contented. ; ; 

What those agents are doing, you can do, if you have the Will—the 
Pan-American Way is open to you. 


Address: E. G. SIMMONS, Vice-President and General Mgr. 
NEW ORLEANS, LA. 
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Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 


LIVE HINTS FOR BUSINESS GETTERS 

















The Mutual Life says that it is 
A indebted to Giles C. Roby, a 
Useful representative in the Detroit 
Chart Agency, for the following chart, 
which shows how much insur- 
ance is needed to provide a monthly in- 
come of $10 for specified terms of years, 
and also the amount necessary to supply 
such an income to two or three or four 
beneficiaries for different terms of 
years. For example, it is desired to pay 
$10 a month to one beneficiary for ten 
years, and to another beneficiary a sim- 
ilar sum for, twenty years. By turning 
to “BD” the amount may be seen; or if 
there are two beneficiaries to receive an 
income for five years each, and two to 
receive it for fifteen years each, turn to 
“AACC.” These figures are based on 
the assumption that there will be a sep- 
arate policy for each beneficiary; if all 
the beneficiaries were covered under 
one policy, the figures would sometimes 
vary a dollar or two. 
One Beneficiary 


B= FPO ic ivrisiccervcesans $566.04 
B—10 years ......ccccccccceees 1,054.32 
C= 56 FORTE cc cicncvvocasoeseuns 1,475.52 
D—20 YO@re ....ccccccccccccess 1,838.88 
BW—25 Oars ... ccs eceevccccees 2,152.32 
Pe OED a scvadaindeimmamne cine 2,422.58 
Two or More Beneficiaries 
EE Pavadde wee ehh ADORE ROG $1,620.36 
eS ec iminarasd Bee ae we Re aC 2,041.56 
eg erase waarn od RENAE R ET at RAT 2,529.84 
are ereea err irre eae rae a 2,893.20 
te ad earn a vie ae RS 3,314.40 
ERPS eer ee 
BEY treacle pion dve.e swe eae! Goa kle webs 3,627.84 
aR rer er re rrr oe 3,897.10 
EE eo eran eee renee Ce 4,261.46 
ee err errr re 3,095.88 
PE cecbekereeetanndtodenw ces 4,368.72 
ERAS eTcr re Tre ere 5,315.78 
0 SRO ree rr ert eee 5,466.72 
UN s-5 cia tdi ae euebw AW kee 6,413.78 
BE scupess iereervertesannnne 4,934.76 
BED aiclsquidanieasssa0n veaeenen 2,186.40 
BD Setewihetpede'tow sie cake 2,674.68 
ES. Oath Sona wees ae rele wareehel 2,607.60 
RS, “ioe aiaiaih denne aera auepee Nee 3,584.16 
DUPED. “Gtaia jkqis adi pia Rabin wane ge 4,005.36 
BE 62k sds AMEARA RRO Oe LeR 4,732.08 
PP scnbnedtmeenakes sea emeuce 3,947.52 
3 a or re errr tar 4,789.92 
PEE css eieaCeedeoreeekeweneme 5,103.36 
See eee Re Cree eee CO Pere 5,373.62 
DE Guistpivitaspcuwibianeete 5,358.96 
Ser eer rer rte 5,059.68 
IE vile WiG-kid:d ae PSR Oa iO ORIEN 4,083.12 
a rs ress tact 5,059.68 
A eee ere eee ye 5,786.40 
PE Dede ortocedencweenewrs 6,628.80 
PE. Gadintiviidcades ehaiannes 7,255.68 


It was related in a little 
story in “System,” that 
the head of a public li- 
brary in a big steel 
making community in 
Western Pennsylvania one day met the 
chief chemical expert of a large rolling 
mill. The chemist in the course of the 
conversation, described an important 
experiment he had just finished, said 
Charles Hommeyer, of the Union Cen- 
tral, in explaining to the Association of 
Life Agency Officers the necessity of 
closer co-operation among companies. 
*“It must have cost the firm some- 
thing to. make that experiment,” ven- 
tured the librarian. 

“About $10,000,” replied the chemist. 

“We could have saved you both the 
time and money,” responded the librar- 
ian, “for the entire experiment was 
made in Europe a few years ago, with 
precisely the same results, and the 
complete data is on the shelves of our 
library.” 

This incident, continued Mr. Hom- 
meyer, is but typical of frequently 
needless and in many cases expensive 
experiments of most companies. To 


Exchange of 
Information 
About Agents 


mention a concrete example: Several 
years ago a general agent of the Com- 
pany defaulted, but was shortly there- 
after employed by another company. 
Two officials of the latter company re- 
cently called to see us, advising that 
they had also been fleeced by the same 
agent, and invited us to join them in 
legal action. A few days later in scan- 
ning one of the insurance journals, I 
noted an account of a testimonial din- 
ner tendered to this same agent by cer- 
tain officials of a third company, with 
which he had just closed a successful 
first year record. 

I sincerely hope that in this case his- 
tory might not again repeat itself. It 
is a fact, however, that neither of the 
companies subsequently employing the 
agent referred to, made any inquiry re- 
garding his reliability or record with 
our company, although the information 
could have been had for the asking. 


*¢ 6 
A. G. Borden, of the 
Story of Equitable Society, has 
American frequently heard it asked 


how far can a Home Of- 
fice go in directing its 
managers without pauperizing them? 
He told a story of a recent meeting, 
where it was stated tnat the American 
Tobacco Company not only lays down 
its requirements in great detail to its 
managers, but actually directs how 
many calls its salesmen must make be- 
tween certain hours of every day, and 
how many motions, for example, they 
must use in pasting their posters in the 
windows, what corner to begin with, 
etc. That precision savors overmuch 
of the military to most of us, and we 
are inclined to wonder as to its value. 
On the other hand, we have the theory 
of a general indication only of what 
is wanted—and the manager left to 
work out his own salvation or loss, 


Tobacco Co. 


NEW ELMIRA SUPERINTENDENT 

Thomas H. Nealon has been appoint- 
ed superintendent of the Elmira dis- 
trict of the Metropolitan Life, succeed- 
ing Harry Ludlow, who intends to go 
into the insurance business for himself 
in that city. 

During the past two years Mr. Nealon 
has held the superintendency of the 
Geneva district. When he took charge 
there were four Metropolitan agents 
and one deputy superintendent; now 
there are fourteen agents and two dep- 
uties, 





R. G. Hake has 
agency manager of the 
at Kansas City, Mo. 


been appointed 
Bankers Life 





Agency Supervisor Wanted 
A Position With a Future 


A well known Connecticut 
Life Company requires the 
services of a young man to 
act as ‘Traveling Agency 
Supervisor. 
Eastern territory, 
tively and successfully operated. Fifty 
high grade agents now. securing over 
$5,000,000 of new business per annum in 
that field. 
He will visit agents, work with them; 
secure new agents, train them; and main- 
tain a general supervision over the field. 
Salary and traveling expenses. Com- 
missions on personal business. 
For others, this position has been a step- 
ping stone to promotion. Only such as 
appear able, ultimately to qualify for a 
Seegucie will be considered. A young 
man under 35, of good education and per- 
sonality, who has a clean record and abil- 
ity to work with agents as a “closer,” 
will be preferred. 
Give full history in first letter, and if 
possible send picture. Address in confi- 
dence: Agency Supervisor, care P. O. Box 
1377, Hartford, Conn. 


long ac- 
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American Central Life 


Insurance Company 





INDIANAPOLIS, INDIANA 
Established 1899 
All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 

















Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST -LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 - 





EL. ieccarpaakiuuseiaweuk psensenees 

Liabilities ............ 18.090 oi 
Capital and Surplus. "049,930.12 
BROUPEMCO 10 POGCO. 6.00 cccccccvcccesses 176,501 808.00 
Payments to Policyholders 1,851,338.97 
Total Payments to Policyholders since Organization... 23,840, 173.80 


JOHN G. WALKER, Pres‘dent. 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS 


| * AMARILO 


THE satis ge. ‘ 
BIG Frwortn? For Agency Contracts address 
TEXAS GREAT 
LIFE INSURANLT 
AUSTIN® BFAD NON' 
SAMANTDNDG 0. S. CARLTON 


PRESIDENT 

















37,005 PEOPLE 


wrote to us last year and asked for an illustration of our “Income for 
Life” at their age. This valuable lead service explains why our 1919 
business showed a gain of 81 per cent. 


_ The Fidelity operates in 40 states. Full level net premium reserves 
basis. Insurance in force over, $173,000,000. Faithfully serving in- 
surers since 1878. 


A Few Agency Openings for the Right Men 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 














Are You Permanently Established? 


Write for Territory 


Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
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J. E. Dunne Goes With 
Investment House 


JOINS COLLINS CO., OKLAHOMA 








Rumored That “American Insurance 
Digest” Will Be Moved to Hartford; 
Hewitt With Paper 





James E. Dunne has left the insur- 
ance publishing business to go with the 
F. B. Collins Investment Company, farm 
mortgage bankers, Oklahoma City. He 
will make his headquarters in Chicago. 
Thus, the business end of the insurance 
newspaper business has lost one of its 
most picturesque personalities. 

Mr. Dunne, who is the apotheosis of 
pep, first attracted attention in the 
business by persuading insurance peo- 
ple and concerns affiliated with insur- 
ance to participate in a remarkable in- 
surance exhibit given in San Francisco 
at the time of the Panama-Pacific Ex- 
position. He then started out as an ad- 
vertising man and induced a number of 
insurance companies and agents to take 
full page ads in an insurance newspaper. 

Some months ago he quit the “Insur- 
ance Field” to become associated with 
George W. Wadsworth in the publica- 
tion of the “American Insurance Di- 
gest,” of Chicago, and he has now re- 
tired from that publication after a con- 
troversy with Mr. Wadsworth. The 
quarrel between Messrs. Wadsworth 
and Dunne, which was in part about fi- 
nances, resulted in Mr. Dunne serving 
notice of dissolution of partnership. 


May Move to Hartford 


A representative of The Eastern Un- 
derwriter, who was in Hartford this 
week, was informed by underwriters 
there of a recent visit to Hartford of 
George W. Wadsworth in which the 
latter was quoted as saying that the 
“American Insurance Digest’ would at 
some future date be moved to Hartford. 

Charles A. Hewitt, who recently re- 
signed from the “Southern Under- 
writer,” is now eastern correspondent 
for the “American Insurance Digest.” 

The relations between Mr. Dunne and 
the F. B. Collins Investment Company 
have been close. The investment com- 
pany has recently inaugurated a full 
page advertising campaign in some 
newspapers. Its latest ad bears the cap- 
tion “Seven Per Cent Farm Mortgages 
versus High Interest Bearing Bonds.” 
The first introductory paragraphs of this 
follow: 

“Bond issues bearing unusually high 
interest rates are offered freely to in- 
vestors today. 

“Money is tight and the financial 
conditions of the world are out of joint. 
What will these bonds be worth, five or 
ten years from now when the world 
has again found itself and normal condi- 
tions prevail? Nobody knows: nobody 
can tell. 

“Farm mortgages netting 7 per cent 
per annum today, are not dependent 
upon the market nor affected by finan- 
cial depressions. They are worth par 
today and will be worth par five or ten 
years from now.” 


MILWAUKEE MEETING 


The meeting room of the Milwaukee 
Association of Underwriters is growing 
too small for the attendance, Over one 
hundred attended the meeting Novem- 
ber 9. John A. Stevenson, third vice- 
president of the Equitable Life Assur- 
ance Society, made an intensely inter- 
esting talk. His subject was “Meeting 
Objections.” Walker Buckner, second 
Vice-president, New York Life Insurance 
Company, was one of the well-known 
out-of-town guests. Edwin R. Giddings, 
general agent, Milwaukee County, Na- 
tional Guardian Life of Madison, was 
elected secretary of the Association to 
fil the unexpired term of Orville Brock- 


ett, resigned. 4 


Travelers and Aetna 
Men Want to Join 


APPLY FOR LOCAL MEMBERSHIP 








Talk of Its Significance; Discussion 
Also of Commissions Resolution; 
T. R. Fell Silent 





Inspection of the list of applications 
for membership to the Life Underwrit- 
ers’ Association of New York, filed dur- 
ing the past month, indicates that a 
large number of these men are from 
the Aetna or Travelers. Those who 
watch new members of the local asso- 
ciation have noticed that at various 
times when questions of considerable 
interest to the business have been up, 
numbers of men from single companies 
have joined. A couple of years ago a 
large number of Metropolitan and Pru- 
dential men became members of the 
association. Whether there is any con- 
nection between the resolution of the 
association advocating life insurance 
commissions for life insurance men 
only, is not known, but, of course, it is 
logical to suppose that the big multiple 
line companies would take an antago- 
nistic position to this resolution. The 
resolution, by the way, has caused a 
storm of adverse comment in certain 
circles, as it is much too broad and 
sweeping and savors too much of an 
attempt to form a life insurance ag- 
ents’ union. It is recalled that a similar 
attempt is being made in Chicago, but 
it is not making much headway with 
the companies. The Chicago situation 
is explained on another page by R. W. 
Stevens, vice-president of the Illinois 
Life. 

Among the men elected to member- 
ship in the Life Underwriters’ Associa- 
tion of New York at the last meeting 
are Oliver Thurman, superintendent of 
agents of the Mutual Benefit Life In- 
surance Company, Newark, and John 
W. Thomas, one of the leading repre- 
sentatives of the Travelers Insurance 
Company in this city. 

Asked for his views regarding the 
last meeting of the Life Underwriters’ 
Association of New York where there 
was a stormy session revolving about 
him for about two hours Mr. Fell said 
he was not prepared to make any com- 
ment at the time but added that he 
was entirely satisfied with the turn 
taken at the meeting. 

William F. Atkinson, chairman of the 
good practice committee of the Life Un- 
derwriters’ Association of New York, is 
in Milwaukee this week. 





BOMB SCARE IN DES MOINES 

The high rate of exchange between 
Canada and the United States was re- 
sponsible for a bomb scare in the mail- 
ing rooms of the Bankers Life Company 
recently. A Canadian policyholder of the 
Company remitted the amount of his pre- 
mium in a baking powder can, care- 
ful'y soldered and heavy as a real bomb 
because the amount of the remittance, 
although only $17, was made almost en- 
tircly in dimes, nickels, quarters and 
other silver coins. The silver coins 
were packed in flour to avoid the noise 
of money rattling in the tin can. When 
the package came, it looked like a bomb 
and felt heavy enough for a bomb and 
there was considerable trepidation until 
the can was gingerly opened and its con- 
tents discovered. 





UNION CENTRAL AGENTS MEET 

The first convention of the Central 
New York agency force of the Union 
Central Life Insurance Company of 
Cincinnati was held last week at Utica, 
N. Y. Charles B. Knight, manager of 
the New York Agency, delivered the 
main address. The discussions were 
presided over by Embry C. MacDowell, 
manager of the Central*eNew York Ag- 
ency, who gave a dinner and theatre 
party. 


H. H. KEEP DEAD 

Fifty years with the Phoenix Mutual 
Life is the record of Howard H. Keep, 
who died in Hartford on Sunday morn- 
ing. He began as office boy when the 
clerical force numbered eight persons. 
He eventually became head of the 
writing and record card section. 








CAPABLE MEN 


Can Always Be 


WELL PLACED 


Much desirable territory is ready for 
Agents who can deliver policies in satis- 
factory volume. Inquiries about localities 
will have careful attention. 


Union Mutual Life 


Insurance Company 


PORTLAND, MAINE 


Address: 
ALBERT E. AWDE, Supt. of Agencies 

















HOME LIFE 


INSURANCE CO. 


(Purely Mutual) 
| 256 BROADWAY, NEW YORK 


WILLIAM A. MARSHALL 
President 


The 60th Annual statement 

shows admitted assets of 
$37,780,735 and the Insur- 
ance in Force $185,755,819, 
a gain for the year 1919 of 
over $27,000,000. The Insur- 
ance effected during the year 
was over $40,000,000, or 63% 
more than in the previous 
year. The amount paid to 
policyholders during the year 
was over $4,388,000. 


For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agents. 


256 Broadway, New York, N. Y. 


We have passed the 


Half Billion Mark 





With over 
$530,000,000 


of insurance 
now in force 











Bankers Life 
Company 
Des Moines - - lowa 


Geo. Kuhns, President 





























Build Your Own Business 
under our direct general agency contract 
Our Policies provide for : 

Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 








GREATEST 


ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL] 











THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 


Incorporated 1851 
W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 
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How Much Insurance To Carry? 


“How Much Insurance Can America 
Carry?” E. A. Woods, of Pittsburgh, 
says American lives are insured now for 
only § per cent. of their value. He dis- 
cusses the question in his usual interest- 
ing way in his Home Office paper, “The 
Beaver,” and what he says is reproduced 
in part herewith: 


By E. A. WOODS, Pittsburgh 


With America carrying $36,110,692,- 
265, representing 60,347,642 policies 
carried by 35 or 40,000,000 people, new 
uses of life insurance, such as group, 
credit, income, inheritance tax, bequest, 
insured savings, educational, etc., are 
extending its scope. Furthermore, there 
is $30,000,000,000 less insurance in 
force than there was two years ago, ow- 
ing to the unfortunate dropping of Gov- 
ernment insurance. 

Recent figures by Vice-President Han- 
sen, of the Guardian Life, give some re- 
markable interesting suggestions along 
this line which we are using and ampli- 
fying. The wealth of the United States 
is placed at $325,000,000,000—said to be 
one-third of the wealth of the world— 
and our income at $65,515,000,000. 

The total amount of life insurance of 
all kinds, including fraternal, stipulated 
premium assessments, War Risk insur- 
ance and regu'ar, is slightly over $50,- 
000,000,000—about 75 per cent of one 
year’s income. A man or a nation in- 
sured for less than one year's income is 
certainly under insured. 

The amount paid for regular life in- 
surance, exclusive of interest earnings, 

the figures for Government, assess- 
ment, etc., are not available,— is $1,- 
227,490,050-—say,  $1,750,000,000  alto- 
gether. How much more life insurance 
can America carry? 

Statisticians estimate that the value 
of the lives of a nation is three to five 
times the value of its property. The 
minimum figure would make the valua- 
tion of American lives, $975,000,000,000, 
insured for about $50,000,000,000—about 
5 per cent of their value. 

The amount of property in the United 
States that is combustible is not known, 
but there is $90,000,000,000 of fire insur- 
ance carried on our physical property, 
while only about 50 per cent of this 
amount is carried on lives, all of which 
are certain to die, while a comparative- 
ly small proportion of our total wealth 
is combustible and only a small fraction 
of that is ever likely to burn. 

When Americans are paying over 
$900,000,000 annually for fire insurance 
—an expense—they can surely afford to 
save more than one billion and a quar- 
ter by life insurance, particularly as 
this money is practically saved. 


Can We Afford It? 


The amount spent for luxuries by the 
United States last year is estimated at 
$22,700,000,000, including, 


Automobiles and parts...........+05 $2,000,000 ,000 
Joy riding, Pleasure resorts, Races. 3,000,000,000 
TSS custuscccbetecseciecsuceceseses 000,000 
RE A ea ie 300,000,000 


4 
Ice Cream, Cakes, Candy, Chewing 
GD scéepenae 
Luxurious food 
RMN: cs cate nsaobavecadetinesubl 
Perfumes, cosmetics, toilet soaps... 
Smokes, tobacco, snuff.............0. 2,110,000,000 


If America can spend $22,700,000,000 
for luxuries, particularly some of the 
items enumerated above, we can afford 
to save a much larger sum than we are 
now doing for such a necessity as life 
insurance, and still have enough for 
plenty of luxuries, particularly as most 
of the money comes back if the loss 
does not occur. 


Our saving by Prohibition in this 
country is probably at least twice the 
total amount being paid for life insur- 
ance. If America could and did spend 
$2,500,000,000, then over 6 per cent of 
its income, for liquor, it can afford to 
pay more than what it ts now spending 
for life insurance—but half of this sum.: 
Indeed, if we spend in dollars of the 






present value the proportion of our in- 
come that we formerly spent for liquor, 
the annual expenditure for liquor would 
probably have been $3,500,000,000. Yet 
we are now saving for such a necessity 

not a harm—as life insurance, less 
than one-third of this amount. 


22,000,000 Homes 


There are 22,000,000 homes in this 
country. The Government urged the 
service men to carry $10,000 insurance 
each. These were largely young men, 
most of them without c'ose dependents. 
If young men, chiefly without depend- 
ents and earning the small amount that 
those in the service were, were urged to 
carry $10,000, it would seem that the 
heads of our 22,000,000 homes in this 
country should be expected to carry a 
similar amount. This would make the 
total amount of insurance in force on 
the heads of homes alone, not to speak 
of that which should be carried on 
wives and children, $220,000,000,000, 
with premiums aggregating approxi- 
mately $6,600,000,000. 

The Department of Labor has urged 
as a budget that, for the average man, 
insurance of $7,500 should be provided. 
Assuming that the entire 40,000,000 
wage-earners in the country would 
carry this minimum amount indicated 
by the Government, and including no 
insurance for wives, whose lives have 
an economic value, it would make $400,- 
000,000,000 of life insurance—eleven 
times the present amount. 

If $7,500 seems a high recommenda- 
tion on the part of the Department of 
Labor, it is to be remembered that $7,- 
500 yie'ds an income of but $7.50 a 
week, certainly not an adequate pro- 
vision for the average wage-earner’s 
family. 

Again the amount of insurance in 
force in the United States has approxi- 
mately doubled each decade. 

If this rate of increase obtains, the 
following will be the amounts of insur- 
ance that America will carry if even the 
present meager ratio of insurance to the 
value of life maintains: 


EOP: tA sniacisererwerme $70,000,000,000 
SO iaknide cee eee emiad 140,000,000,000 
cual EE 280.000,000,000 
cn OC en ee 560,000,000,000 
BPE. Nei deieedain ge aes 1,120,000,000,000 


Our expenditure for the late war, 
$30,000,000,000 for the two years would 
have carried about $500,000,000.000 of 
life insurance. Surely we can pay 
somewhat as liberally for insurance of 
life as for the destruction and devasta- 
tion of war. 

The world’s budget for war of $50,- 
000,000,000 annually, would purchase $1,- 
500,000,000,000 of life insurance. 

The Federal budget for 1920 is $5,- 
000,000,000—80 per cent or 90 per cent 
of this going for war expenditures, 
either for past wars or preparatory for 
future ones. If we can afford to spend 
over $4,000,000.000 for war, we can cer- 
tainly afford to save far more than the 
$1,277,000,000 we are now saving to pro- 
tect life from the casualty of death, 
through life insurance. 

The total income and excess profits 
taxes paid by the people of the United 
States are approximately $4,000,000,000 

over three times the amount that 
they are saving by life insurance is 
now being paid in this new form of tax- 
es that did not exist six years ago. 

And even when the country carries 
all the life insurance it can afford, the 
business will not cease, because there 
is sti'l, as in every other business, the 
flood of new business of persons who 
are born, are coming into earning ca- 
pacity, increasing their wealth and 
value, or forming. corporations and part- 
nerships, and who, for other reasons, 
need insurance. 

Nor is the increase in wealth and 
population of the country considered in 
most of these illustrations. 








THE TRAVELERS 


—good to represent because its eminence in work- 
men’s compensation, liability, accident and other 
casualty lines is unapproached—in addition to which, 


it is one of the great life companies. 


Write to the nearest branch to-day for representation 


THE TRAVELERS 


INSURANCE o INDEMNITY 
COMPANY COMPANY 


HARTFORD, CONNECTICUT 









































THE MAN 4x» THE JOB 





The time which all employees have looked forward to, 





when the job would be hunting the man instead of the man 
hunting the job, has evidently come. If you can do anything 
in the way of producing material or moral values, the job is 
waiting for you—looking for you. Life insurance companies 
have heretofore been in the position of the employee who had 
to hunt his job in order to get the opportunity to do the work 
he was able to do for the benefit of his employer and the com- 
munity at large. Now employers are looking for men and 
men who need life insurance are looking for a life company 
that will insure them. 


This advertisement is therefore printed here to notify the 
public that the New York Life Insurance Company, organized 
under the laws of the State of New York in 1845, is ready to 
do the job for those who need life insurance. The Company 
did the job for over TWO HUNDRED THOUSAND MEN 
AND WOMEN in 1919, but was obliged to turn away over 
FIFTEEN THOUSAND, not because the Company’s facilities 
were not ample, but because they applied too late—they were 
no longer insurable! They wanted protection to the amount 
of SIXTY MILLION DOLLARS, and the Company could not 
furnish a dollar. 


So the Company is printing this notice to the effect that it 
is ready to do the job for healthy men and women, on appli- 
cation. Its facilities are ample, its work has behind it the 
guarantee of seventy-five years of faithful service, a mutual 
organization with a membership of over a million insured 
persons, with ample reserves to meet every contingency. The 
Company has Branch Offices in the principal cities, and 
Agencies in nearly every county. You can easily find one and 
he will do the job—if you haven’t waited too long. 


New York Life Insurance Company 
346 & 348 BROADWAY, NEW YORK, N. Y. 


DARWIN P. KINGSLEY, President 








one Get Gk me Ge oe ot bee 2 


im fe eo 2 2 ob eb ee Of ae OG. oe oe oO oO chee 4 ee ee ob oe ee ee 











November 19, 1920 


THE EASTERN UNDERWRITER 


11 





A HISTORY OF NEW ENGLAND 


With special reference to the 300th 
anniversary of the landing of the Pil- 
grims in 1620 the John Hancock Mutual 
Life has issued a remarkably handsome 
pooklet, illustrated in colors, giving a 
brief history of New England, state by 
state. It covers those early chapters 
in American history which all Ameri- 
cans cherish with pride. The John 
Hancock volume will find a place in the 
libraries of hundreds of agents. 


“Protection,” the pub- 

Drop of Prices lication of the Mary- 
Helps Life land, in its November 
Insurance issue prints an _ inter- 
esting article on life 

insurance and the declining prices of 
commodities. The article, in part, 
says: “In considering the effect of 
lower prices on the business of life in- 
surance, there are several things to 
bear in mind. To begin with the two 
classes of men who have especially 
profited from excessive prices, the cap- 
tains of industry, and the highly paid 
mechanics, are not the men from whom 
the life insurance companies get the 
most business or the best business. 
Captains of industry do buy large in- 
dividual amounts of life insurance but 
there are not many of them and their 
mortality is high; they live under pres- 
sure and are apt to die early. And as 
to the money making mechanics, with 
the exception of a few sensible souls 
who saved their extra dollars, they 
wasted their big wages in various forms 
of indulgence and display. Other than 
small industrial policies that would 
scarcely cover burial expenses they for 
the most part scoffed at life insurance. 


“The real strength of every life in- 
surance company is in its army of re- 
sponsible middle class policy holders 
who are engaged in commercial, pro 
fessional and agricultural occupations, 
the great body of industrious home lov- 
ing folks who are the backbone of the 
nation. These millions of moderately 
prosperous peop’e buy life insurance in 
small amounts as a rule, two or three 
thousand dollars at first, perhaps five 
thousand, but they buy repeatedly and 
gradually build up life insurance estates 
of from fifteen to fifty thousand dol- 
lars. 

“How will this vast army which con- 
stitutes the main army of life insur- 
ance purchasers be affected, in relation 
to life insurance, by a gradual lower- 
ing of prices, a gradual decline in the 
cost of living? As we see it there is 
just one answer. These sensible sav- 
ing millions will, if properly solicited, 
buy more and more life insurance. 


“Remembering always that a panic 
is not possible at this time, that the 
whole world now acutely needs and 
will need for years to come the utmost 
output of food, raw materials and man- 
ufactured products all of which implies 
a continuing demand for every form 
of labor, remembering this, the return 
toward reasonable prices means just 
one thing; the common sense of the 
American people has crystallized into 
a determined refusal to buy anything 
except the barest necessities so long 
as profiteering prices remain. 

“It is for this reason that prices have 
had to start down. And with this ten- 
dency toward fair prices, every man’s 
dollar will begin to bring him greater 
value. Presently the vast middle c'ass 
will have a more comfortable margin 
between income and expenses. Life 
insurance is the very best way in which 
to invest a substantial portion of those 
dollars that can be saved, and we can- 
not see anything but good things com- 
Ing to life insurance companies and life 
insurance men as a result of lower 
prices. 

“Study these changing conditions in 
your own territory; make your plans 
to get the full benefit of the coming 
time when those millions of Americane 
Who are the greatest purchasers of life 
insurance, will have more money to in- 
vest.” 
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lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President and Editor; 
W. L. Hadley, Secretary and Business 
Manager. The’ address of the officers is 
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Entered as second-clas!, matter April 
5, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 
March 3, 1879. 








BASSETT STANDS PAT 


For some weeks following the meet- 
ing of the National Association of In- 
surance Agents in Des Moines at which 
the Firemen’s Insurance Company was 
censured for its controversy with the 
Louisville board, the company kept 
silent. Now a complete review of the 
case has been prepared and sent to the 
agency force of the Firemen’s by Vice- 
President Neal Bassett, in which Mr. 
Bassett not only stands at his guns, but 
makes crushing charges of inconsist- 
ency and discrimination on the part of 
the National Association of Insurance 
Agents and its publication, the ‘“Amer- 
ican Agency Bulletin.” Mr. Bassett’s 
document is forceful, illuminative and 
logical. Moreover, it is important, be- 
cause he is not only fighting the com- 
pany’s own battle, but is really acting 
as spokesman for those insurance com- 
panies who privately have been sympa- 
thetic with many angles of the contro- 
versy taken by the Firemen’s. 

Unprejudiced observers have noted 
all along that there were many weak 
points in the agents’ crusade as well as 
considerable inconsistency. The action 
of the National Association of Insur- 
ance Agents in condemning the spread 
of bank agencies has had few advocates 
ameng the companies who are entirely 
satisfied with the bank agencies and 
have appointed thousands of them. Fur- 
thermore, there are many companies 
who do not understand why so much 
fuss was made about the run-in of the 
Firemen’s of Newark with the Louis- 
ville board when so many other com- 
panies have had and are still having 
conflicts with local boards and have not 
been the target for such abuse that has 
been poured upon the Firemen’s. 

There are a great many local boards 
in the United States, the rules of which 
are anything but uniform, and at the 
present time there are many cities 
where there are board rules which are 
“defied,” because there is a growing 
sentiment that if the National Associa- 
tion of Insurance Agents intends to 
take up the fight of every local board 
and make it its own, the proper method 
of procedure is to make these rules uni- 


form and then let the association 
stand or fall on the entire loca) board 
proposition. Members of local boards 
are only human. Some of them are 
wisely directed. Some are not. In 
cities where there are obsolete rules 
not observed or rules which run coun- 
ter to the general practices of the busi- 
ness, the rules should certainly be made 
uniform or the National Association of 
Insurance Agents will be in a continu- 
ous turmoil all over the country. It is 
Louisville today; it will be some other 
city next week. If the local board is 
to have such sweeping power that it 
can always bring the National Associa- 
tion of Insurance Agents to its defense 
when an insurance company does not 
agree with the board and countenances 
the violations of its rules, then the 
rules of the local boards should be 
brought under the review of a com- 
mittee of the National Association of 
Insurance Agents so that practices 
which prevail in one city shal} not be 
barred in other cities. 

The very interesting question of who 
shall be an agent and who shall not is 
broad and sweeping, and local boards 
which are very exclusive, which restrict 
the number of agents and solicitors to 
a fine point, should keep rather quiet 
about it, because if they make too 
much of a fuss and the boards go into 


the courts for judicial approval, they enact a 
might not all have such good luck as COFP UND =} = 


the Louisville board had in the Booker 
& Kinnaird matter, and there would be 
the danger that the entire local board 
structure of the country would collapse. 
This would be unfortunate. 

The Eastern Underwriter prints this 
week the complete statement of the 
case made by Mr. Bassett to the agents 
of the Firemen’s and he drives home 
many points that are worth the ana'ysis 
and close thought of the men who have 
the best interests of the fire insurance 
business at heart. 





THE VOICE OF INSURANCE 
The recent fight in California against 
bank agencies, which resulted in a de- 
feat at the polls by voters of the State 
for the fire insurance agents, was waged 
single-handed by them; and if for no 
other reason than to illustrate that it is 


* 
no easy task to mass the insurance fra- 


ternity in a solid phalanx on one side 
of a controversy—even an important 
one—the inside story of this e'ection is 
presented. 

“The fight of the insurance men 
against rejection of Senate Bill 708, as 
was sought by the Bank of Italy inter- 
ests, was carried on entirely by the 
California Association of Insurance Ag- 
ents. There is little question but that 
the measure, which prohibited banks or 
bank-controlled corporations from act- 
ing as general agents or managers for 
insurance companies in California, had 
the complete approval of insurance 
men of the State—managers and brok- 
ers as well as the local agents. 

“During the summer, however, the 
Bank of Italy launched a counter offen- 
sive in the form of an initiative meas- 
ure, which it termed an anti-discrimina- 
tion act and the effect of which would 
be to put the Board of Fire Underwrit- 
ers of the Pacific out of business. The 
demoralization that would result was 
foreseen by fire insurance managers, 





The Eastern Underwriter Opens 
Headquarters in London, England 
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service and should be well received. 





The Eastern Underwriter 
has made an arrangement 
with the _ Cross-Atlantic 
Newspaper Service, Ltd., for 
the opening of a London of- 
fice of The Eastern Under- 
writer, which will furnish 
news matter of insurance in- 
terest from London and pro- 
vide a place where insurance 
men are welcome to make 
their headquarters while in 
that city. The London bureau 
of The Eastern Underwriter 
will be located in the Cross- 
Atlantic House, 184 Fleet 
Street, E.C. 4, a five-story 
building in the heart of the 
European newspaper world. 
This bureau is equipped with 
lounges and reading rooms, 
where The Eastern Under- 
writer readers. may establish 
headquarters for the receipt 
and despatch of mail, hold 
conferences with friends or 
business associates and for 
such other purposes as club 
and assembly rooms general- 
ly serve. In addition to these 
comforts and conveniences, 
there will also be an infor- 
mation bureau, and the en- 
tire bureau will be open 
twenty-four hours a _ day. 
The manager of the Cross- 
Atlantic Newspaper Service 
Bureau and his assistants are 
glad to advise callers on all 
matters pertaining to travel 


a in Europe and the Orient, 


time of arrival and departure 
of trains and ships, and in 
fact any other information 
desired. This is a distinctive 


The Cross-Atlantic Newspaper Service is 


serving a number of the most prominent daily and trade newspapers in the United 


States. 


but the latter had some difficulty at 
first in uncovering the interests behind 
the-initiative measure, although it was 
generally suspected that the Bank of 
Italy was the ‘nigger in the wood-pile,’ 
taking this action because of the oppo- 
s:tion to its subsidiary, the Stockhold- 
ers Auxiliary Corporation, as expressed 
in Senate Bill 708. 

“In August the insurance managers 
finally fixed responsibility for the in- 
itiative measure on the Bank of Italy 
and following several conferences it 
was agreed that the Stockholders Aux- 
iliary would be recognized by the Board 
without further discussion; that the 
same concern would be granted mem- 
bership in the San Francisco Brokers’ 
Exchange upon application and further 
that neither companies nor brokers 
would take part with the local agents 
in the fight to uphold Senate Bill 708. 
In return the Bank of Italy agreed to 
drop all efforts on behalf of the anti- 
discrimination initiative measure. 

“As a result of this agreement the 
local agents were left to carry on the 
fight for Senate Bill 708 practically un- 
aided. The Insurance Federation of 
California, which is well organized in a 
political sense, was unable to give the 
agents assistance because of the agree- 
ment mentioned, and the local agents 
were thrown on their own resources. 
How well they fought is shown by the 
close vote on Senate Bill 708, which 
was bitterly opposed by the Bank of 
Italy, one of the largest financial insti- 
tutions in California, having sixteen 


It will furnish to The Eastern Underwriter news of current insurance 
interest, and will accept advertising copy. 


branch banks and an added influence 
because of its close affiliation with the 
Italian element in the State.” 





Dr. G. W. Henika, for seven years of 
the staff of the Wisconsin state board 
of health as deputy state health officer 
and later organizer and director of state 
clinics, has tendered his resignation to 
that body, effective December 31 next, 
and on January 1 will become a mem 
ber of the newly formed firm of Kuck & 
Henika, general agents for the Wiscon- 
sin National Life Insurance Company 
of Oshkosh, Wisconsin, with offices at 
245 Washington Building, Madison. J. 
C. Kuck has conducted the Madison ag- 
ency for several years with marked suc- 
cess. Prior to entering the state’s em- 
ploy, Dr. Henika had long been a medi- 
cal practitioner at Beaver Dam, Wis., 
where he also was active in many lines 
of public service. 

eee 

Samuel Deutschberger, appointed as- 
sistant examiner of the New York In- 
surance Department in 1908 and _ in 
charge of the rate making associations, 
has been made chief examiner of the 
fire and marine insurance companies 
succeeding Daniel F. Gordon who has 
resigned in order to go with the Sum- 
ner Ballard group of re-insurance com- 
panies. 

* *¢ * 

Warren M. Horner, formerly general 
agent of the Provident Life & Trust Co., 
Minneapolis, and now president of the 
Mahr Manufacturing Co., which makes 
oil burning equipment in that city, was 
in New York and Philadelphia this 
week. 

*. . s 

F. W. P. Rutter, of the London & 
Lancashire, now in the Orient, will sail 
for England from Alexandria on Jan- 
uary 20. 
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Fire Insurance Department 








Aetna Life Writes 
Fire Hydrant Damage 


EXTENSION OF WATER COVER 








One Recent Collision With a Hydrant 
Caused About $50,000 Loss to 
Department Store 





The Aetna Life is now prepared to 
write insurance against loss or damage 
caused directly by the accidental dis- 
charge or leakage of water from street 
water supply mains and fire hydrants 
as an additional coverage under rider 
attached to our water damage policy. 

This coverage has been much sought 
after. Breakage of street water mains 
and accidents causing water to flow 
from fire hydrants cause heavy damage. 
One recent collision with a hydrant 


- caused about $50,000 loss to one depart- 


ment store. 

The rates for this coverage (which 
depend upon the class of merchandise 
insured and floor location of the stock) 
are as follows: 

Basement—D-1 Class, .42; D-2, .53; 
D3, .66; D-4, .79; D-5, .92; D-6, 1.06; 
D-7, 1.28; D-8, 1.54. 

First Floor—D-1 Class, .21; D-2, .27; 
D-3, .33; D-4, .40; D-5, .46; D-6, .53; 
D-7, .64; D-8, .77. 

Second to Top Floor—D-1 Class, .08; 
D-2, .11; D-3, .13; D-4, .16; D-5, .18; 
D-6, .21; D-7, .26; D-8, .32. 

Buildings .42 (Unless interior finish, 
or other conditions justify higher 
rates). 

The above rates require the 10 per 
cent co-insurance clause, and are sub- 
ject to adjustment for other percentages 
of co-insurance. An additional charge 
is made for stock not properly skidded. 





YOUNG TO MANAGE CONFERENCE 





Expert in Automobile Matters, Promi- 
nent Figure on Street, and Man 
of Unusual Ability 





The appointment of William P. 
Young, assistant manager of the North 
British & Mercantile, to succeed E. U. 
Richards as secretary of the National 
Automobile Underwriters’ Conference, 
will give wide satisfaction on the 
Street. R. H. Goodwin continues as 
assistant secretary and Hartwell Cabell 
as general counsel. 

Mr. Young, who resigned from the 
North British, for years has been one 
of the most prominent men on the 
Street. He has been president of the 
New York Fire Insurance Exchange 
and has given a great deal of attention 
to automobile and other committee mat- 
ters. In fact, he has been one of the 





Want Flat Commission 
of 25 P. C. in West 
AUTO MEN DISCUSS SUBJECT 





Fire Men Think Marine Companies 
Now Have An Advantage; Want 
Rating Simplified 





Sentiment among members of the 
Western Automobile Underwriters’ Con- 
ference, as expressed at its meeting in 
Chicago last week, is in favor of plac- 
ing all automobile business in the west 
on the same commission basis, and 
probably fixing it at flat 25 per cent. 
Many of the western men are decidedly 
opposed to permitting the marine com- 
panies any differential in commission. 
It is contended that the marine compa- 
nies in some cases at least establish 
so-called general agencies merely to 
pay 5 per cent more commission. 

There has been some agitation for a 
decrease in rates in country territory in 
order to meet mutual and reciprocal 
competition. The members of the West- 
ern Conference feel, however, that if 
the local agents should be paid 25 per 
cent commission this would overcome 
to a large extent the effect of non-con- 
ference competition, and may bring the 
outside Bureau companies into the con- 
ference, 

There has been considerable discus- 
sion of the analytic schedule of rating, 
which has not yet been put into effect 
in Western Conference territory. The 
disposition is to modify and simplify 
it materially, after which it will un- 
doubtedly be put into use in the west. 


most valuable committee men with the 
National Conference. Mr. Young en- 
tered the fire insurance business in 
1884 and his particular work with the 
North British in recent years has been 
the development of business in New 
York City. The position he is to take 
is extremely difficult, but no better man 
in the country could be found to handle 
it than the new manager. 





GIVE HOUSE-WARMING PARTY 

Benedict & Benedict gave a house- 
warming party last Friday to ce'ebrate 
the opening of their new offices on the 
thirteenth floor of 35 Nassau Street. 
The members of the firm including 
Seelye Benedict, Andrew C. Benedict, 
Walter S. Benedict, Charles T. Swimm, 
Thomas F. Handy, and Campbell T. 
Hamilton acted as hosts. The guests 
numbered about 125 from the staffs of 
the Manhattan and Brooklyn offices. 
Europe’s’ Orchestra furnished music for 
the singing and dancing and elaborate 
refreshments were served by Maresi. 








THE AUTOMOBILE-——~ 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000 


ASSETS 


$11,022,207.23 


LIABILITIES, EXCEPT CAPITAL 


$6,966,656.56 


$4,055,550.67 


FIRE AND ALLIED LINES 
Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
Automobiles, Aircraft, Floaters. 


OCEAN AND INLAND MARINE LINES 


Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 
tered Mail, Transportation, Motor Truck Contents, Salesmen’s Samples, 


Personal Effects Floaters, Parcel Post, Tourists’ Baggage. 
Affiliated with 


AETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 




















[Rsurance (0. 


oF NEw HAVEN. CONNECTICUT. 


RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 











THE 
MARINE AND FIRE 
INSURANCE COMPANY, Limited 














UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 


80 MAIDEN LANE, 


NEW YORK 











ONE LIBERTY STREET, 





LEWIS & GENDAR, INC. 
NEW YORK CITY AGENTS 
Commonwealth Insurance Co. of New York 

New Jersey Insurance Co. of Newark 


NEW YORK CITY 


Telephones: John 63-64-65 
BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. 
Commonwealth Ins. Co. of N. Y. 
United British Ins. Co., Ltd. of London 
New Jersey Ins. Co. of New Jersey 
Detroit F. & M. Ins, Co. of Mich. 


Firemen’s Ins. Co. of New Jersey 
Globe & Rutgers Insurance Co. 


Employers’ Lia. Assce. Corp. of London 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: 


Main 6370-6371-6372 
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Find Name For 
“Lost Line” Probers 


NOW “ANALYZING COMMITTEE” * 





President Cox Announces Personnel of 
Agents’ Association Committees; 
Young Men Full of Pep 





The National Association of Insur- 
ance Agents has adopted the name 
“Analyzing Committee,” for its com- 
mittee to investigate the lost lines 
which brokers capture from agents, and 
which it is believed will result in some 
good constructive assistance for agents 
in retaining these lines. The chairman 
of the committee is H. A. Pierson, of 
Shawnee, Okla., other members being 
L. L. D. Chapman, Toledo; W. M. Railey, 
New Orleans; R. L. Stewart, Kansas 
City, and Walter A. Clark, Rutland, Vt. 

President Cox has announced the new 
committees for the year. The chairman 
of the legis'at've committee is A. L. 
Clemons, of Cincinnati, other members 
being T. Frank Appleby, Asbury Park, 
N. J.; Frank R. Bell, Jr., Charleston, 
W. Va.; C. A. Campbell, Portland, Ore.; 
Alfred Davenport, Boston; Paul B. Gay- 
lord, Denver; A. C. Edwards, Sayville, 
N. Y.; James B. Leedom, Milwaukee; 
John Montgomery, Wilmington, Dél.; 
Thomas F. Southgate, Durham, N. C.; 


Charles G. Watkins, Grand Rapids, 
Mich. 
Davenport Off Fire Prevention Com- 


mittee 

It is noticed that the name of Alfred 
Davenport, of Boston, formerly head of 
the fire prevention committee, does not 
appear among the list of members of 
that committee. However, he is on the 
legislative committee, having been a 
member of the Massachusetts legis- 
lature. 

The important conference committee 
of the association consists of the presi- 
dent, and the chairman of these com- 


mittees: executive, grievance, fire pre- 
vention and legislative. There is a cas- 
ualty committee of which Fred P. Ab- 
bott, of Worcester, Mass., is chairman. 
Abbott made quite a hit at Des Moines 
in his review of the mutual insurance 
situation. Other members are F. V. 
Bruns, Syracuse, the clever president 
of the New York Association; A. P. 
Cunningham, Dallas; L. T. Dobie, Nor- 
folk, Va.; J. Henry McManus, Hartford; 
FE. H. Mulock. Des Moines, and O. G. 
Strong, Cleveland. Charles F. Wilson, 
Fitchburg, continues as chairman of the 
important finance committee, other 
members being Louis C. Merrill, Con- 
cord, N. H., and Glenn H. Johnson, 
Syracuse, 

The executive committee, which is 
elected, not appointed, is the most im- 
portant probably of all: James L. Case, 
Norwich, continues as chairman, as he 
should be in view of the splendid work 
he has done; Fred J. Cox; E. M. Allen, 
Helena, Ark., the diplomatic and forceful 
former president; Fred B. Ayer, Cleve- 
land, who did a remarkable stunt in 
fighting an automobile insurance ven- 
ture of a Cleveland club; Craig Belk, 
Houston, Tex., one of the best students 
of the business, an expert on recipro- 
cals, a fighter and a credit to the busi- 
ness; Marshall J. Ellis, Macon, Ga.; 
one of the most attractive personalities 
in the Association; Charles B. H. Loven. 
thal, Nashville, also an up-to-date insur- 
ance man; Matt T. Mancha, Los An- 
geles, whose eloquence brought the as- 
sociation to vote for a 1921 convention 
in Los Angeles, despite high railroad 
rates, and who was captain of the val- 
jant but unsuccessful fight against the 
California bank agencies; and K. V. 
Rothschild, St. Paul, an able, intelligent 
young insurance man who stands well 
with his confreres, are also members. 
Chapman Chairman of Grievance Com- 

mittee 

A. G. Chapman, of Louisville board- 


. Firemen’s fame, is chairman of the 


grievance committee, other members 
being Thomas C. Moffatt, president of 
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INSURANCE COMPANY 


OF SPRINGFIELD. MASSACHUSETTS 


The Tercentenary of the landing of the Pilgrims affords us 
the special opportunity of inviting you to visit New England 
and Massachusetts, the Old Bay State. 

Come and vacation with us during the glorious autumn sea- 
son. See Plymouth Rock; visit Boston with its historic envi- 
ronment, the scene of the “Tea Party”; Concord and Lexing- 
ton, where was fired the shot “heard round the world” and 
many other points too numerous to mention. 


Last, but not least, stop off at Springfield, “the city of homes” 
and the home of the “OLD SPRINGFIELD”, where we may 
have the pleasure of a personal visit with you. 














the New Jersey association, and one of 
the most talented and capable men in 
the association; W. J. O’Pry, of Alex- 
andria; August Rebhan, Milwaukee, a 
conservative and old-time member of 
the association; and W. P. Battelle, of 
Los Angeles, who scored at Des Moines 
as a wit. 

James T. Catlin, Jr., Danvi'le, Va., 
another live-wire, is chairman of the 
Fire Prevention Committee, and it is 
pleasant to record that Irvine O. Chest- 
er, who has done such fine work in 
awakening the people of Westerly, 
R. L., to the needs of fighting fire waste, 
is also a member. John L. Tiernon, Jr., 
Buffalo, former president of the New 
York agents’ association, is a territorial 
vice-president with the Middle Atlantic 
States as his zone. Archer C. Sander- 
son, of Providence, is a territorial vice- 
president, with the New England States 
as his zone. J. A. Giberson, Alton, IIL, 
is chairman of membership committee. 
Pat Clancy, of Des Moines, one of the 


most popular agents in America, is one 
of the members of that committee. 
The executive and committee person- 
nel, it will be seen, consists largely of 
the younger members of the association, 
while many familiar figures, such as 
George D. Markham, St. Louis; E. C. 
Roth, Buffalo; Fred Wagner, of Minne- 
apolis; and Fred Guenther, of Detroit, 
are not on a committee of any kind. 


GENTLEMAN’S AGREEMENT 


Detroit Agents Have No Set Rule; Only 
Fine Is Penalty for Not Attend- 
ing Meetings 

In Detroit there is no local board or 
insurance exchange, but there is a sort 
of insurance club with a “gentleman’s 
agreement.” It has no set rules and 
only offers suggestions and recommen- 
dations. These, of course, carry no pen- 
alties, the only fines imposed are those 
for absence. 
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OLUMBIA 


Today’s Expression— 
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Of the ancient appetite for travel, for explora- 
tion, for adventure, for wide horizons, for living is the 
automobile. ‘Today’s greatest opportunity for expan- 
sion in the insurance field, is automobile insurance. 
The specialized automobile department of the Colum- 
bia and its associated company, the Union Marine, is 








F. H. CAUTY, Manager 


at your service. 


The Columbia Insurance Co. 
New Jersey 


The Union Marine Insurance Co. 


Liverpool 


27 WILLIAM ST., New York City 


CARROLL E. ROBB, Manager, 


Automobile Department 
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FIREMEN’S LOUISVILLE POSITION 


(Continued from page 1) 


our own feeling that the time has ar- 
rived to give you the facts and thus 
refute the many untrue, misleading and 
malicious statements that are being 
circulated about us in relation to our 
business and agency connections in 
Louisville, Kentucky. 


Also persistent rumors of the existence in 
certain quarters of a conspiracy to induce our 
agents and others to certain courses of action 
for the purpose of injuring us, seems to be an- 
other reason why this is a proper time to advise 
our agents and friends of the facts, to the end 
that they may neither unknowingly aid in such 
conspiracy or unwittingly injure themselves. 

We regret that certain information in our 
possession (both documentary and personal) is 
confirmatory of these rumors and in this con- 
nection it is proper to say that we shall protect 
ourselves against conspiracy in every honour- 
able and ethical and legal way. 

History 


At the time we appointed Mr. L. W. Botts, 
President of the Fidelity and Columbia Trust 
Co., an agent of our company, we were rep- 
resented in Louisville by Messrs. Booker and 
Kinnaird, one of the most aggressive firms in 
the entire country, and certainly the most ag- 
gressive in Louisville or Kentucky. They are 
people whose standing from every standpoint 
(morally, financially, or any other) is beyond 
question. Their agency has long been known as 
the most desirable in Louisville. 

The first knowledge that we had that the 
Fidelity and Columbia Trust Company intended 
to establish an insurance agency was a long dis- 
tance telephone message from Major Kinnaird 
of Booker and Kinnaird, our Louisville agents. 
In brief, he advised that he had been ill for 
some days and that day was his first downtown; 
that in going to his office he met another Louis- 
ville agent who asked him what he thought of 
the Fidelity and Columbia Trust Company’s de- 
termination to go into business. Knowing Presi- 
dent Botts very well, he went to sce him about 
it and found out that it was a fact and that 
the Trust Company’s attorney had been to 
Frankfort and had received an opinion from the 
Insurance Department, that the Trust Company 
could be licensed as an agent, which was later 
amended by the statement that after consulta- 
tion with the Attorney General’s office, the In 
surance Department felt that it either could not 
or should not license the Trust Company, but 
that it could and would license Mr. Botts, the 
president. Bear in mind that this had been done 
before either we or our Louisville agents knew 
anything of the matter. In this connection it 
is pertinent and proper to say, we have every 
reason to believe and do believe that there were 
other companies prepared to make the appoint- 
ment. 

Quick Action Necessary 


Our agents explained this to me and said that 
as long as the Trust Company was going into 
business, they preferred it to represent us be 
cause knowing our method of doing business, they 
felt sure that in this way the best interests of 
themselves and Louisville agents as a whole 
would be conserved. Our agent, Major Kinnaird 
(who spoke to me) said that quick action was 
necessary. I replied that I had tickets for San 
Francisco, where I was long overdue, but that I 
would go to Louisville on the following Mon- 
day. This I did, and after looking into the 
matter, made up my mind that in view of the 
fact that the Trust Company had definitely de 
termined to have an insurance department and 
of the further fact that our own representative 
felt that it would be to their best interests, as 
well as others, for us to make the appointment, 
and to the further fact that it seemed a de 
sirable appointment from a business standpoint, 
that we would make it. This was done, and I 
immediately returned to Chicago and was obliged 
to leave at once for San Francisco. 

In this connection it is pertinent to say that 
we did not establish any so-called “Bank 
Agency” president or make any new departure 
in Louisville as one had been in existence in 
that city for very many years. 

Department Changes Its Mind 


Meantime, for some reason, the Insurance De 
partment of Kentucky apparently changed its 
mind, and as IT understand it, notified Mr. Botts 
that it would revoke his license. Mr. Botts 
secured a restraining order and later the injunc- 
tion was made permanent by the Circuit Court. 
An appeal was taken from this decision by the 
State and (as I understand it) by the Louisville 
Board. Attorney Seligman of Louisville seemed 
to have represented the Louisville Board in the 
legal proceedings. I am told that the Commis 
sioner of Insurance stated that Mr. Seligman 
did not represent him. 

In due course the Kentucky Court of Appeals 
rendered a decision signed by the Chief Justice 
and concurred in by all of his associates and 
characterized by remarkable clarity and brevity. 
t reads: 

“Under the Statutes, a trust company 
may act as an insurance agent, and it is 
not unlawful for it, when so acting, to so- 
licit or issue policies of insurance on the 
property under its control in a fiduciary 
capacity or on the property of its stock- 
holders or policyholders. 

The motion to dissolve the injunction 
by Judge Stout is overruled. 

May 28, 1920.” 

. Our company was in no way engaged in the 

eee It was apparently instigated by the 
uisville Board and certainly successfully de- 

fended by Mr. Botts and the Trust Company. 


The Board’s Objections 

Upon my return from the Pacific Coast Mr. 
A. G. Chapman of the Louisville Local Board, 
telegraphed me that he would like to see me, 
and in response to my wire that I would be 
glad to see him, called upon me at the appointed 
time and made a statement at some length as to 
his, and the Louisville Board’s, viewpoint of the 
situation. As I understood it, the objections to 
our action were: 

Ist: That the Board objected to our having 
another agent in Louisville because the Board 
rules provide for two agents for each company. 

2nd: That the Board objected to our having 
appointed an agent not representing the sole 
agency of at least two companies. 

3rd: That the Board was opposed to in- 
corporated agencies of any kind. * 

4th: That we had appointed an officer of a 
Trust Company: 

5th: That we had appointed as agent a per- 
son not engaged solely in insurance. 

Objection No. 1—Limitation of 
Agencies 


With reference to Objection No. 1, first, there 
are many companies in Louisville having more 
than two agencies. Upon the basis of the 
Board’s definition of an agency, then there are 
companies in Louisville that have as many as 
four agencies. We believe that the Board rule 
is that all companies that had more than a cer- 
tain number of agencies prior to a certain date 
can maintain them, but that no new ones can 
be appointed. We, of course, have no right to 
say what rules a Board may or may not adopt 
for its own guidance. We have no voice in 
their deliberations nor would it be wise for us 
to do so. It cannot, however, be expected that 
an insurance company engaged in the business 
of insurance for profit (legitimate in every way, 
but none the less, for profit, and in serious com- 
petition with other insurance companies engaged 
in the same business for the same purpose, can 
accept the dictum of individuals (agents) them- 
selves engaged in the business for profit, to the 
effect that certain companies shall receive pref- 
erential treatment. In other words, there is no 
equitable reason why company No. 1 can have 
four agencies because said agencies were planted 
before a given date, and company No. 2 can only’ 
have two agencies because they were appointed 
after a given date. 

In this connection, T call your attention to the 
recent so-called St. Paul situation. The case 
there was almost analagous in every respect with 
the situation in Louisville. The agency in St 
Paul is incorporated. It has, as I understand it, 
real estate affiliation. It was a Bureau agency. 
It desired a Union company. It purchased a 
small Union agency. It thereafter secured an 
agency of a certain large company hecause it 
believed that company would be a valuable ac- 
quisition. The Company already had its full 
quota of agencies in St. Paul, according to the 
St. Paul Board rules. It is reported that the 
Company after appointing the St. Paul Insur- 
ance Agency its agents, was asked (or notified) 
by the Board to withdraw its appointment. It 
stated that it would not do so. Thereafter the 
St. Paul Board rules were changed so that while 
they continue to require the sole agency of one 
company to qualify an agency for membership 
in the Board, the agency itself may represent 
as many other companies as it sees fit and any 
other company may appoint any Board agency 
to represent it without limitation so long as the 
agency which it appoints is a qualified member 
of the Board. e are using this as an illustra- 
tion to show that Louisville and the “Firemen’s” 
are not the only city and company in which and 
with which this question has arisen. We think 
you realize that we could quote case after case, 
if it were worth while to do so. The St. Paul 
case, however, is one that came up after the 
Louisville Matter came up and has now been 
settled. 

Also, in connection with the question of our 
having more agencies than are permitted under 
the Board rules, permit me to call your attention 
to Article TIT, Section B of said rules, which in 
essence provides that an agent may take the 
agency of a company obtaining control of the 
business of another company by purchase or re 
insurance and continue the business of that 
agency. If I understand it correctly, this would 
mean that if we had two agents of the “Fire 
men’s” and we were today to reinsure the busi 
ness of another company, we could continue the 
business we had reinsured through the appoint 
ment of a third agency of the “Firemen’s.”” Asa 
matter of fact, one of our agencies was placed 
in its agency in 1912 for the purpose of taking 
care of the business of the Delaware Insurance 
Company, which we reinsured. Now, please 
mark, either we were not ignoring this rule as 
charged, or if today we reinsured a company we 
could have three agents, but because the rein- 
surance took place in 1912, we can only have two. 
The injustice of this illogical position is plainly 
apparent. 

Objection No. 2—Two Sole Agency 

Requirements 


With reference to Objection No. 2, we think 
you will agree with us that it is absurd under 
present day conditions and in a large city for 
a Board to maintain that an agent must have 
two sole agencies before he can become a mem- 
ber of the Board. There may he today some 
other city of major importance (or minor im- 
portance for that matter) that has such a re- 
quirement, but if so, we do not know it. The 
reason for requiring one sole agency before an 
agent can be a member of the Board can he 
understood, but where the requirement is made 
that an agent shall have at least two sole 
agencies, it becomes illogical to the point of 
being ridiculous. For instance, if the “Fire- 
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Unbroken fidelity to the interests of 
agents and policyholders has won for 
THE HOME INSURANCE COMPANY, 
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liremen’s on Louisville 
men’s” desired to establish an agent in Louis, recent published and verbal statements it, is ap “The Leading FIRE INSURANCE Co. of America” 


ville who would represent only the “Firemen’s,” parent, and wisely so, that the National Associa 
our agent in order to do business, would have to tion and its official organ, the “‘American Agency 
operate outside the Board, even though he was Bulletin’ open up respectively membership im 
entirely eligible from every other standpoint the organization and the advertising columns of 
For your information, we have many agencies the organ to trust companies and Bank Institu 
who represent no other company besides ours. tions. We are indeed advised that the President 


W re glad to have such agencies; they are de of one (and doubtless more) State Association 
e are glad to have su : i 


desirable from every standpoint We know that is the Manager of the Insurance Department of a 
other companies feel exactly as we do and we large TTust Company in a large city. : 
know that no aggressive ompany that could With particular reference to Louisville, Ken 
make an arrangement (without injustice to other tucky, certain institutions formerly known as 
companies) that it would get all of a certain the German Insurance Company and the German 
good agent’s business would fail to do so. It Insurance Bank, now known as the Liberty In 
could not afford to take any other position. surance Company and Liberty —— _— 
‘ , e conduct an imesurance agency. Jur understanc 
Chapman’s States in 1018 ing is that the officers of the insurance company 
Also, it is interesting to note that when in and the officers of the bank are the same and 
May, 1913, Mr. A. G, Chapman, chairman of the that the bank (largely) owns and controls the 
Grievance Committee of the National Associa insurance company and its large Louisville 
tion and now a prominent member of the Louis local agency. We do not know whether the in 
ville Board, opened an imsurance office in Louis surance company or the bank technically con 
ville, he operated as a non Board agent, and ducts the insurance agency, but we cannot con 
continued to so operate until September, 1915. ceive that this is in any sense pertinent to the 
He must have been aware of the fact when he question at issue. Il know that this condition 
opened his Louisville rea TT that — oe has existed for many years in Louisville because 
Board rules he was ineligible to membership — in years gone by I called many times upon the : . 7 . 
because he did not have two sole agencies. De then Geetsen Saaubenee Bank (or commune. WM. B.-CLARK, President 
spite this, he opened and operated his agency We know of no legitimate reason why our 
(representing prominent companies) without re competitiors (now represented therein) should be 
gard to the Board rules. We are informed that granted privileges denied to us, and we cannot e 
it was through the consideration of Messrs consent thereto. ears 
Booker and Kinnaird (our Louisville agents) im Objection No, 1—Not Engaged Solely 


surrendering to him the sole agency of a certain 
company that he was finally able to qualify for in Insurance 


membership. We do not criticise Mr. Chapman, With reference to Objection No. 1, it is safe 


) simpl 0 0 that { he acting on to é that full 1 “t (90) per cent, of the bd 
but simply pomt out th vols enigted in fire insurance agente of this country are also Losses Paid over $183,000,000 


principle now, the same principles 


1913. Principles should not, and do not change engaged in other business. There is no good 
with the calendar. If he is not acting on prin reason why they should not help to earn their 
ciple now, but is actuated by other motives, we livings and provide for the present and future 

welfare of their families in any other honest 





have nothing to say. 
Objection No, 3—Incorporated 
Agencles 
With reference to Objection No. 3, imeorpor 


endeavor for which they are qualified. To hold 
otherwise would be to deprive the large ma 
jority of them of a large part of their livelthood; 
ated agencies other than banks and trust com it would mean a reduction in competition 
punienswe will not attempt to burden this Teter which would benefit a comparatively few indi 

if als 0 - ae P oO ‘« fs ) wd . 10% '¢ “1 bg 
with a list of all of them. We quote a_ few the public in that it would reduce the als i i ile a, | 


from the American Agency Bulletin of March hurt 


% 1920. as follows: solicitation of insurance and consequently the ae 
26, 20, ows: " 


amount of insurance carried, thus tending to 
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Ed. S$, Moore & Lee MeGriff, Ine. prevent the very purpose for which insurance hb : 
1 pee oe — was designed—the distribution of the losses of 
i Neale-Phypers Co. the unfortunate. : 
Cleveland, New York City, An insurance agent should be qualified to ny ‘ 
Detroit, Toledo properly perform his functions as such, and we 
a a} Sutton, Ine unqualifiedly believe in proper agency qualifica 7% 
ichmond, Inginia tion. = 
Videwater Insurance Agency, In We do not, however, believe that because a ix . te 
; Norfolk, Virginia properly qualified fire insurance agent is quali : do 
Viernon & Company, Ine. fied and does engage in some other business in ad Ca" 
Butialo, New York addition to “fire and tornado insurance” (we = ry 
Frederick V. Bruns, In quote from American Agency Bulletin of No NATIONAL UNION 3 
p Syracuse, New York vember 12, 1920) that, he is thereby disquali Fime Insu@amce Co hy 
Phe Woodward Agency, Inc fied for the latter. We know of no insurance rr 
Niagara Falis, New York company or broadminded man (insurance agent fag 
KF, J. Claney & Bro., Inc or otherwise) who does so believe. To do so 7 
“fom a and then to honestly follow this belief would be } ' 
Coan & onnell, ine, to drive from insurance agency ranks fully $ 
‘ ‘ | 
B te ew ee . thn < ut ninety (90) per cent. of the present agents, and (PENNSYLVANIA STANDARD) 
ridgeport Land & itte 0. in the past would have meant driving from the | 
_ eee NaN — business many men who have achieved signal JANUARY 1, 1920 
oynton Dros. © O. success for themselves and have benefited the -* 5 
Perth es - w Jersey public as insurance agents, insurance officials Cash Capital ” ” . ? $1,000,000 
and others and State Department heads. It would be on a ; rv 
*Mr. Fred J. Cox, president of the National a parallel with the passage of laws so drastic ac ran ey baer bes bd Ps 3,622,274 
Association of Local Agents, is a member of as to prevent the organization of new insurance urp us to olic ers - . 
Boynton Bros, & Co,, Perth Amboy, New Jersey. companies and the growth or continued exist A y 1,954,749 
President Cox would also, from another stand Proc = a or ae gm te te desirable ts 4 > - "ts , - ‘ 6,176,156 
point, be ineligible to membership in the Louisville na might eC for oe sepeneanete few very 
Board because his office is also engaged in Real arge agents, or very arge companies, the re 


sult to the large number of deserving agents 
and companies is apparent, and the effect of 
such monopolies upon the public welfare needs 


Estate and Mortgages and we are adVised so 


Agents writing Fire, Tornado, Rent, 
Business Interruption, Leasehold, 


advertises 
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You “ note ey the oe er that it - no elaboration. 
just as objectionable to the Boot agents o = "i " . ” are” A igs ; 
Louisville for a company to have incorporated A Quote from the “Bulletin Profit . rinkl r Leaka E | ° 
agency (other than a bank or trust company) as We are, therefore, greatly surprised to learn Ak ol ahr ma * te! F ge, xp. osion 
it is to have a bank or trust company agency, through the leading article (printed on the first oh r ee _ 
also to be engaged in any business other than page) of the November 12, 1920, issue of the and Riot. Insurance, also Automobiles 
insurance. Under such conditions, the agency American Agency Bulletin published by the Na j ° t ae oe 
of President Cox of the National Agents Asso tional Association of Insurance Agents, that: aga F Th f Cc Il d P. . 
ciation would be ineligible to membership in the “In the case under consideration the 1g ins rire, e t, ollision an TOop- 
Louisville Board. It hardly seems conceivable declaration against the agencies by the Na , Dama find the NATION 
under present day conditions that such feeling tional Association happens to coincide erty ge, cs " AL 
should exist, and yet it does exist in a very completely with that rule of the Louis is : 4 2 @,¢ e 
strong way in the City of Louisville. Further ville Board which disqualifies for member NI N a valuable acquisition. Faith- 
comment on this does not seem to be necessary ship in it any agent who is not engaged Nig ie 


Objection No, 4—Bank Agencies solely in the business of fire and tornado 
With reference to Objection No. 4, we pointed It is. diffe , ge — on.) 
out that the Fidelity and Columbia Trust Cim i hd i ps Sg — a pe A gee truth of a 
pany was goimg into business whether we ap Matton | P ove r he the - ee el cm of the 
pointed it or not; that it had already made its We a —— ion in an _important matter 
queries and received its advices from the In poo tp saga that the article in ge 
surance Department before we ever heard of the find covateoene pg ve! carelessly edited. We 
matter; that if we had not made the appoint i dificult to pep ge that for any purpose 
mit, wie Gad seasea to believe end Gd Galecs Ww vatsoever the National Association would make 
it would have been made by certain other com Ay si a a yet in no- uncertain 
panies. This was not said as an apology, but —— erms entirely devoid of ambiguity) its 
ca aaeiaena Ge deck, cial organ states that the National Associa 
tion has declared against 


ful service and surprisingly good facil- 
| ities are accorded as a matter of course. 
For enterprising agents it is a good 

Company by every test that counts. 
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It is also true and was pointed out that trust “any agent who is not engaged solely i ae ol A NT Y OEY Ly Ry ere Ray Ra Sad ae Bae Hae Say Sad Sas Ra 
companies, banks, their employees and/or affili the Seainees of fire plo ced nage SOS ECSELEEEELE he AE Oe oe ES 
ated institutions are engaged in insurance from ance.’ (The italic is ours.) iii 
ong end of the United States to the other. In It is apparent, therefore, that the rules of the 
this connection, permit us to cite among others: National Association are designed to protect and 

Greater New York, Philadelphia, Chi foster the interests of the very few who are 
cago, Boston, Cleveland, Green Bay, St. able to engage solely in fire and tornado insur — 
Paul, Minneapolis, Denver, Duluth,’ Salt ance, and that most of the members of the Asso 
ciation are in contempt of its rules. FIRE 


Lake City, Phoenix, Arizona, Roswell, 

New Mexico, Sioux City, Ia, Lincoln, ro those of our agents who are members of 

Neb, New Britain, Conn., Indianapolis, the “National Association” and are engaged in RE-INSURANCE 
writing or handling life insurance, casualty in 


~agonghies we surance, loans, real estate, banking, or in, fact NORWEGIAN ATLAS INS. CO., Ltd. 


These are only a f f : aces : 5 
s e only ew of the places and anything other than “fire and tornado insur 


have simply picked them out at random in ordet ” 
to show that'the custom prevails over the entire MNGi" Je, regent the thought that organi P Y 
Inited States, ‘ ates ‘ vt = greates 
xs ye te number, and not for the exclusive benefit. of M AN Inc. 
The “Bulletin’s Advertising the few. 9 


Columns Of those few (if any) of our agents who are 15 William Stre * 


It is interesting to note that we are indebted members of the “National Association” and are 
to the advertising columns of the American engaged “solely in the business of fire and t N w Y rk N “ 
= = ° . Was “y od or- 
Agency Bulletin for information that certain nado insurance,’’ we ask if they believe a great e o e York 
of them are engaged in the business. Despite organization can be built up and maintained i 
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upon any basis other than one of fairness and 
equity, and if in fairness and equity they be- 
lieve the many should be asked to sacrifice 
their vital interests for the few. 


Principles of Equity 


We believe in organization when founded 
upon equity, and we believe the National As 
sociation of Insurance Agents can be made a 
powerful factor for good in the word of in 
surance, but we do not believe it can prosper 
upon narrow lines, nor if it lends itself to the 
furtherance of special interests or wastes its 
energies upon local controversies In this con 
nection we must respectfully point out that the 
so-called I lle situation is purely local. If 
not, then ional Association has upon its 
hands controversies in every state and in every 
city and town in which there are now (or may 
be in the future) controversies between com- 
panies and local organization. In other words, 
if the National Association views the matter 
from the standpoint that the rules of each local 
organization are its rules, then broadly speak- 
ing, the National Association has as many sets 
of rules as there are local organizations, and is 
bound in one place to defend that which in an 
other place it condemns. 

Such a situation seems unthinkable, and yet 

Louisville it condemns that which it else- 








qheee commends, advertises and recommend 
To illustrate:—in its issue of the American 
Agency Bulletin of November 12, 1920 (as pre- 
viously quoted) it says (Page 1): 

“In the case under consideration the 
declaration against the agencies by the 
National Association happens to coincide 
completely with that rule of the Louis- 
ville Board which disqualifies for mem- 
bership in it any agent who is not en- 
gaged solely in the business of fire and 
tornado insurance.” (The italic is ours.) 


Discusses Classified Directory 





On page 10 it says: 
“Classified Directory of Insurance 
Agents.” “Members please use in the ex- 
change of business.’ 
Then follows a list of agents, many of whom 
doubt in addition to insurance en 
gaged in other lines of business not disclosed by 
their cards. However, included in the issue of 
November 12, 1920 (except as otherwise noted), 
are the following: 
Sr Loan and Trust Company, Helena, 
(issue of November 5, 1920). 
Cesena Trust Company, 'N. L. Morrell, 
New Britain, Conn.” 
“The McKinney Agency, Alton, Ill.” (closely 
affiliated with a mutual company). 

“Farmers Trust Co., Ins. Dept., Edward H. 
Torrey, Vice Prest., Indianapolis, Ind. 
“Fletcher Savings & Trust Co., Ins. Dept., Ar- 

min Bohn and A. L. Rigsbee, Megrs., In 

dianapolis, Ind.” Ba 
“The Exchange Realty Co., Akron, Ohio.” 
“Permanent Title Agency, Akron, Ohio.” - 
“Powell Trust Company, Inc., Newport News, 


are without 





“Vahey Real Estate Company, Charleston, W. 
Va.,” Real Estate and Insurance. 
Thereafter in the same issue (except as other- 
wise noted) appear the following advertise- 
ments: 
“The Insurance Club of Helena, Ark. 
(The Ori iginal Club) 
“Aaron Myers &. H. Fryberg & Son 
Guaranty Loan & Trust Company” 





“Walker Abstract & Realty Co. 
The E. N. Allen Company 
Merrifield & Lambert” 
(issue of Nov. 5, 1920) 


“T. D. Faulkner 
Hartford’s Largest Real Estate Agency 
Fxpert Insurance Service Y ; 
8 Asylum Sts Hartford, Conn. 


“The Commercial Trust Co. 
Banking and General Insurance 
(N. L. Morrill, Mgr., Ins. Dept.) 
Ne w Britain, Conn.” 


“Insurance and Real Estate 
Tracy & Henry 
Cobb Bldg., Kankakee, III.” 
“Leon Chavanne & Company 
Established 1899 
Insurance—Real Estate—Surety Bonds 
Lake Charles, Louisiana’ 


“A, L. Worthington’s Sons 
Insurance—Real Estate 
Indemnity Bonds 
144 East State St. Trenton, N. J. 


“Neil H. Miller 
Insurance and Real Estate 
703 Ninth Avenue Belmar, N. J.” 


“John Steneck & Sons 
Insurance and Real Estate 
Hoboken, N. J.” 


“Charles Fall 
Real Estate and Insurance 
Architect 
Hoboken, N. J.” 


“Louis A. Fuld & Company 
General Insurance 
Mortgages, Real Estate 
Trenton, N. J.” 


“The Exchange Realty Company 
Peoples Savings & Trust Bldg. 
ron, Ohio” 


Firemen’s Defends 


“The F. V. Faulhaber Company 
Insurance and Real Estate 
Cleveland, Ohio” 


“Brady & Ganyard 
Insurance, Real Estate, Loans 
Akron, Ohio” 


“Permanent Title Agency 
Insurance, Real Estate, Bonds 
C. C. MeNeil, Mer. 
Akron, Ohio” 


“The John Jacob Agency Company 
Insurance—-Steamship Tickets 
Bonds-—-Loans—Real Estate 
116 Cherry Avenue, N. F. 

Canton, Ohio.” 


“The T. K. Harris Agency Company 
Insurance, Rentals, Real Estate 
Canton, Ohio.” 


“Woodard & Joynes, Inc. 
Insurance 
Real Estate—Rentals 
MeKevitt Bldg., Norfolk, Va.” 


“Benjamin M. Weils’ Sons Company 
Insurance—Real Estate 
Milwaukee, Wis.’ 


“Chris.* Schroeder & Son Company 
General Insurance 
Real Estate—Bonds 
Milwaukee, Wis.” 


Committeeman’s Firm in 
Life Insurance 


Executive 


It is particularly interesting to note that the 
American Agency Bulletin openly advertises in 
its columns Trust Companies and Banking. The 
agencies advertising other lines of insurance be 
sides “fire and tornado” are too numerous to 
quote. We happen to know, in this connection, 
that the firm of at least one member of the 
executive committee of the National Association 
takes high rank as a producer for a leading life 
insurance company. We have often and sincerely 
congratulated this firm on its success in life 
insurance, 


Please do not misunderstand the foregoing 
quotations. We do not condemn or criticize the 
agencies. On the contrary we know of no 
reason why they should not pursue their legit- 
imate business. We are glad to say a number 
of them represent this company. 


Conferences 


It has been intimated and stated a number 
of times that we refused to confer with those 
interested in the situation. This is absolutely 
untrue and in this connection and as a matter 
of possible interest we beg to advise that the 
only three conferences which were suggested to 
us were: 


ist: The one which I held with Mr. Chap- 
man in our own office. 


znd: One that og held between myself and 
President Cox of the National Association, in the 
office and presence of Vice-President Ludlum 
of the Home. 

3rd: The conference which President Cox 
tried to arrange between the Louisville Board, 
Messrs. Booker & Kinnaird, himself as presi 
dent of the association and myself 


Some Correspondence 


This conference I cheerfully agreed to at- 
tend, as did Major Kinnaird, The Louisville 
Board refused, despite the carefully guarded 
intimations to the contrary that have appeared 
in certain insurance journals. In this connec 
tion, | quote you from a letter which I ad- 
dressed to a friend of mine in answer to a 
query. My letter was submitted to and re- 
ceived the approval of both President Cox of 
the Association and Vice-President Ludlum of 
the Home before I mailed it. The letter read: 


“On July ist at the suggestion of Vice- 
President C. H. Ludlum of the Home In- 
surance Company, | met President Cox 
of the National Association in Mr. Lud- 
lum’s office. Mr. Ludlum was present 
during our conference. After a most 
comprehensive discussion I was asked how 
long | was going to be in New York and 
whether I would meet President Cox and 
Mr, A. G. Chapman of the Louisville 
Board, and would bring with me Mr. A. 
B. Kinnaird of Booker & Kinnaird, I 
replied that I would meet them on any 
day named, and had no doubt that Mr. 
Kinnaird would meet with us. It was 
then pointed out that the hearing on ap- 
plication of Booker & Kinnaird for an 
injunction restraining the Louisville 
Board from enforcing certain of their 
rules, would come Te the Court on 
July 3rd, and President Cox théreupon 
sent the following telegram to Mr. A. 
G. Chapman of the Louisville Board: 

‘New York, July rst, 1920. 

Ms. Bassett and I have had _ con- 
ference today in Mr, Ludlum's office. 
Urgently suggest that Louisville Board 
postpone for at least two weeks enforce- 
ment of rules against companies in B. & 
K. agency on sole condition that B. & K. 
will secure immediately corresponding 
postponement of their litigation against 
Louisville Board. Believe it would be 
most unfortunate if legal issue is tried at 
this time. Have arranged further con- 


Louisville Position 


ference with Bassett upon receipt of your 
immediate reply to Perth Amboy. 
(Signed) FRED J. COX. 


The entire conference was most cordial and 
ended with mutual expressions of good will 

President Cox also later the same day tele 
phoned Mr. Chapman to the same effect as his 
telegram. 

| wired Booker & Kinnaird quoting President 
Cox's telegram to Mr. Chapman, and requested 
that they agree to his proposal, 1 also tele- 
phoned them the same thing. Over the ‘phone 
they agreed and supplemented this with a tele 
gram to me dated July ist which is quoted 
verbatim in the following telegram | sent from 
New York to President Cox at Verth Amboy 
early on the morning of July 2nd, viz: 

Board Refused Re 

“I received this morning from Booker & 
Kinnaird the following telegram: 

‘Replying to your telegram quoting 
message lresident Cox to A. G. Chapman, 
we will instruct our attorneys to agree 
with Board attorneys to postponement of 
trial our case upon terms made in Cox's 
telegram, We will wire you’ whether 
or not postponement is agreed upon.’ ” 

The Louisville Board refused the request. 

It seems unnecessary to comment on the fact 
we and our agents were prepared to show all 
due consideration and respect to the request of 
the president of an organization to which we did 
not belong, while the Louisville Board, despite 
its complaints against us, and its appeals to the 
National Association refused, 





juest 


American Agency System 


In this matter much has been said by our 
detractors about the American Agency System 
and attempts have been persistently made to 
cloud this issue by charges that our Louisville 
appointment, and other so-called Bank Agencies 
are in violation thereof. The only possible 
definition of “American Agency System” and 
the only one we have ever heard is “compensa 
tion of agents by means of commissions paid 
on premiums” as distinguished from the foreign 
system of branch offices or salaried agents 

We believe in the American Agency System 
and we practice tt. We do not offer criticism 
of others but we point out that the only vio 
lations of this system are by companies main 
taining salaried local managers or agents in 
various cities of this country including New 
York, Chicago, Cleveland and St. Louis, Mil 
waukee, St. Paul, Denver, and in fact prac- 
tically all of the large cities 

There is nothing in the principle of the 
American’ Agency System as preached or prac 
tised to prevent the appointment of any im 
dividual or institution to an agency, so long as 
compensation is by commission on business 
produced. 
Caste 

Believing, however, in proper agency quali 
fication, we go further and say whoever is ap 
pointed to an agency should be qualified to 
properly serve both the public and the company 
in the community in which the agency is dom 
ciled and that this qualification is in the indi 
vidual himself or in the institution itself and is 
not a matter of arbitrary classification. Any 
individual may or may not be qualified to serve 
as an insurance agent, regardless of his other 
interests. A banker may or may not be qual 
fied to serve aS an insurance agent, and vice 
versa. A real estate agent may or may not be 
qualified to serve aS an insurance agent and 
vice versa. A loan agent or lawyer may or 
may not, and so on down the entire line of 
human endeavor. To hold otherwise is to 
logically hold that no man regardless of his in- 
dividual qualifications is competent to engage in 
but one line of endeavor. If a banker, a real 
estate agent, a loan agent or a lawyer may not 
be an insurance agent, then logically an in 
surance agent may not be other than an in 
surance agent. He may not be a bank officer, 
director or an officer or director of any cor- 
poration, or lend his efforts to anything other 
than insurance unless he forswears insurance. 


The acceptance and practice of this false do 
trine would mean the extinction of practically 
every agent in every small town, minor and 
medium sized city, and of most of the agents im 
large cities. Speaking numerically, it would in 
fact mean the extinction of almost the entire 
(fire insurance) membership of the National As 
sociation of Insurance Agents—leaving in ex 
istence only a comparatively few large city 
agents. It is difficult to believe that the officers 
ot the National Association really advocate this, 
and impossible to believe that the vast majority 
of the members are in favor of their own busi 


ness extinction. We assuredly do not believe 
in, nor will we ever sanction or practice a doc 
trine so false and cruel. We believe in such 


agents, and we stand ever ready to defend them. 
We believe that the public believes in them and 
that as guardians of the public State insurance 
officials believe in and will ever defend them 
To believe otherwise would be to believe that 
the public and its officials believe in and strive 
for monopoly. 

We do not believe in caste, however disguised, 
and we do believe that local conditions and in 
dividual qualification should determine agency 
appointments, 

Ne have never done violence to the rights 
of our loyal agents, either in our own un 
justifiable interest or at the behest of others, 
and we do not intend ever to do so. We think 
you, our agents and friends, will endorse this 
principle and uphold us in its practice. 


National and Local Associations 


Our company has always been a staunch be- 
liever in the ethics of the business. We think 
you know this without our telling you so, We 
are not going to elaborate. We believe in 
properly conducted local organizations. We be 
lieve in the so-called American Agency System, 
We have never been charged, and have cer 
tainly never been guilty of, overhead writing or 
any other unethical practicen We have (and 
will continue) to champion all proper acts of 
local agents, individually and of local associa 
tions. We believe in a_ properly conducted 
National Association, We believe that such an 
association can be a powerful factor for right 
m the conduct of insurance in this country. 
llowever, we cannot subscribe with our eyes 
shut to the principle that whatever a local assu 
ciation or National Association may see fit to do, 
without regard to our rights or the rights of 
our agents or other insurance companies, is 
correct, 

Principles 


It cannot be properly or honestly questioned 
that what is right in principle or fact for one 
insurance company is right for all. We know 
of no reason why a large number of insurance 
companies im legitimate competition with us 
and other companies should be permitted to 
maintain a so-called Bank Agency in Louisville 
or elsewhere and we be prohibited from so 
doing. We cannot endorse such principle or ac- 
cept such fact, 

lt “Bank Agencies” are wrong in principle 
then they are wrong wherever and whenever 
and by whomsoever established, 

Age does not modify the violation of a prin 
ciple. lime gives no vested right to wrong. 
Good and evil are not matters of location. 

When, therefore, a large organization like the 
National Association of Insurance Agents un 
dertakes a crusade it should be based on prin 
ciple and if the large organization wishes to be 
come a great one its crusades must be based 
on principles, Otherwise, it degenerates into 
an organ of selfishness to be used by the few 
im control, We cannot believe that an organiza 
tion potentially so great as the “National Asso 
ciation” will permit itself to follow the false 
light of “selfishness” disguised in the flimsy 
cloak of “expediency.’ 

We have been told that the National Asso 
ciation takes the position that “Bank Agencies” 


are wrong in principle, but that it admits them 
to membership and accepts their financial sup 
port. 

We have been told that the National Associa 
ciation while believing that “Bank Agencies” 


are wrong in principle does not imtend to purge 
its membership thereof. 
Large and Il Committees 
We have been told that the National Asso- 
ciation while believing Bank Agencies wrong in 
principle, takes the position that it will aid cer 





tain of its powerful large city members in their 
efforts in certain localities to prevent the estab 
lishment of such agencies, but will not in sup- 


port of tas principles purge itself of the many, 
many violations of these principles in other 
great cities where it is well known that the so- 
called Bank Agencies are the most powerful 
agencies m such cities 
Ne are told that the National Association 
while believing Bank Agencies wrong in prin 
ciple and prepared to aid certain of its large 
city members agamst them, will not aid its mem 
bers in smaller communities, despite the well 
known fact that the competition from Bank 
Agencies in the smaller communities is far more 
serious to non-bank agencies, than in the large 
cities, 
Should a Great Ass 
Compromise with 


‘lation 
neiple? 












We cannot conceive how any organization 
hoping and expecting to be great can com- 
promise with principle and knowing the ability 
within the National Association we are forced 
to the conclusion that we have been wrongly 
advised and that the membership of National 
Association is not in principle opposed to banks, 
or those affiliated with them, entering fire in 
surance, but to the contrary holds firmly to the 
broad principle that that which is right and 
lawful tor one citizen to do in the pursuit of an 
honest living and the welfare of his family is 
right for another—be he engaged in business 
in his own name or as an employee of a bank 
or other corporation, whose stockholders are 
themselves individual citizens, 

We do not believe that the National Associa 
tion says to one man that he is a pariah be 
ause he earns his living (and aids in earning 
the living of others—stockholders) as an em- 
ployee of a bank or other corporation, while to 
lis (perhaps more fortunate) neighbor working 
for himself, or some other individual it says 
“you are clean and right.” 

We do believe that the membership of the 
National Association will on mature considera 
tion say that the fitness of the man or corpora- 
tion to represent an insurance company and 
properly serve it and the public, is individual 
and not a matter of classification. We believe 
and we think in their hearts the members of the 
National Association believe that for an Ameri 
can citizen or organization to hold otherwise is 
to stultify the constitution of this country and 
deny the liberty it guarantees. In other words, it 
is “un-American” and contrary to that spirit of 
freedom and fairness to all, upon which our 
government is founded and upon which it must 
ever rest if it continues to live. 

Loyalty to and from Agents 


Furthermore, we do not hesitate to say that 
in local matters our obligations are first to our 
loyal agents, and we point with pride to the 








18 


THE EASTERN 


UNDERWRITER 


November 19, 1920 





we have ever been loyal to them. 
Therefore, when a loyal, honourable and up- 
right agent finds that he cannot consistently 
continue in a local association, we unhesitat- 
ingly say that our obligation is to him, and not 
to his competitors. ‘To hold otherwise would 
be to say to you that in your time of need we 
would forsake you, our friend, to aid your 
competitor—possibly in an attempt to legislate 
you out of business. It is not ours to determine 
the questions of local competition, but it is our 


fact that 


duty to support you, a loyal friend and up- 
right agent so long as you are such. 

We have never failed in this and we never 
will, We believe our agents honour us in thi 


position and we do not believe that we have 
one worthy of the name of “Agent” who would 


have us hold otherwise. 
In this connection, apparently the National 
Association of Insurance Agents has no _ re- 


quirement that its membership shall be members 
of local associations, because we know many 
members of the National Association who are 
not members of existing local organizations and 
illustration and because of its proximity 


as an 
we point to the city of Cincinnati, where a 
situation similar to Louisville has existed for 
many years. There are many others, Ap- 
parently the National Association is trying to 


apply one principle to us and another to itself. 
We know that our agents are loyal to us. 
Perhaps this is best evidenced by the fact that 
since we have been attacked in this matter and 
in the face of our silence and despite our de- 
tractors, we have had but three resignations 
(directly or indirectly) on account of it, One 
was from a small Kentucky agency outside 
Louisville. One was from a Louisville agent, 
and one a small agent in another state. We state 
this with deep pride and believe this acknowl- 
edgment is due our friends and representatives. 
There has always been a_ strong bond of 
sympathy between our company and its agents, 
and we firmly believe that it will continue. In 
the Louisville case what we did was with the 
full sympathy and endorsement of our Louis 
ville agents. 
Conclusions 
from all of the foregoing that 
there cannot be any question of principle at 
issue in so far as this company and the Na- 
tional Association of Insurance Agents are con- 
cerne d. 
To hold otherwise 
National Association 
not practice, We cannot say 
not believe the officers of the National Associa- 
tion will stultify itself by so saying, and if 
perchance we are wrong in our estimate of the 
officers, then we cannot believe that the mem- 
bers of the association will uphold them in so 
doing. We can only believe that the National 
Association was led into error by false informa- 
tion and specious arguments, and so_ believing, 
we feel confident that when the facts are 
brought to their attention the officers and exec- 


It seems clear 


would be to say that the 
preaches principles it does 


this and we can- 


utive committee after the manner of honorable 
and fair men, will admit their error, charge it 
to the sources from which they received their 


false and misleading information and thereafter 
recognize that the so-called Louisville situation 
is purely local and on a parity with the present 
Cincinnati and other present tocal issues, and 
with the recent St. Paul and other past issues. 
To believe otherwise, would be to believe that 
a large institution is not actuated by principle 
but to the contrary is prepared to sacrifice its 
future greatness and the best interests of the 
large majority of its members in an attempt at 
coercion for the benefit of a little coterie of 
selfish men. We do not and cannot believe this, 


and we feel that you, our loyal agents and 
friends, believe with us, 
We always regret controversies, but in this 


case we feel an abiding faith in the correctness 
of our position. We would have no respect for 
ourselves, and we feel that we would not be 
deserving of respect from others, if we were un- 
willing to protect our legitimate interests. We 
think from the foregoing that you will see the 
Louisville matter is local (and it should remain 
so) and we hope that you will see that we have 
been (and will continue to be) entirely correct 
in our position. 

We have written you at great length, and for 
this we apologize and offer as our excuse that 
the matter is not only important to us as a 
company, but it is of far greater importance to 
you and to the insurance business as a whole 
if it is permitted to be other than a local issue. 

Also we hope that the fact that we have not 
annoyed you with utterances through the press 
or with letters will serve as a reason for now 
advising you fully, In this connection it is 
proper to say that the president and other exec- 
utive officers are in full accord with what is said 
herein. Faithfully yours, 

NEAL BASSETT, 
Vice- President. 


WHY BANKS ARE APPOINTED 

The Eastern Underwriter has_ re- 
ceived this letter from the First Farm- 
ers Bank of Minot, N. D.: 

“The best argument in favor of bank 


insurance agencies is that the insur- 
ances companies themselves prefer 
them. Their course adopted, based on 


many years of experience, should be ac- 
cepted as most conclusive evidence that 
bank agencies are preferable to indi- 
viduals. ‘ 

“It is needless tu say that the finan- 
cia, standing of the banks, their judg- 
ment in selecting risks, the prompt re- 
mittance of premiums, and permanent 
and efficient service, constitutes effi- 
cient and satisfactory service, the key- 
note to success.” 


Protests System of 
Credit Lock Devices 


DISCOUNT METHOD UNDER FIRE 
B. W. Griffiths, of Chubb & Son, Calls 
Data Concerning Use of Lock 
Often Ridiculous 


The- Eastern Underwriter has 
ceived from B. W. Griffiths, of Chubb & 
Son, an interesting protest against pres- 
ent method of credits for approved lock- 
The article 


re- 


ing devices on automobiles. 
follows: 

When credit for installation of ap- 
proved locking devices was first intro- 
duced in connection with automobile in- 
surance, there were hopes of relief for 
the theft situation, but it also instigated 
un under-current of dismay to under- 
writers because they feared that com- 
plications wou'd result. They did de- 
velop. 

The troubles are so great that one is 
rather led to regret the acceptance of 
the discount. It is clear that the de- 
vices have done little to eliminate the 
thefts as reports are received by in- 
surance companies every day on cars 
for which approved locks have given a 
discount in the insurance. The main 
cause is that the underwriter or rate- 
checker cannot intelligently discern 
whether or not some locks are approved 
for certain cars. The information con- 
cerning the use of the lock is s0 very 
ridiculous. 

A Few Examples 

“A”—Manufactured by Dayton Engi- 
neering Co., Chicago. Designed for use 
on all autos excepting cars having spark 
and gas control beneath the steering 
wheel. 

“Bull Dog’—Flint Electric Co., Den- 
ver. Approved for all automobiles ex- 
cept where outer steering column hous- 
ing rotates. 

“Twinlock’—Twinlock Co., 
phia. Designed for use on autos em- 
ploying a securely held internal rim 
type tire carrier where the center of 
the carrier is unobstructed. To be used 
in connection with straight sided rims 
and tires only. 

The “Neutralock” 

Another interesting lock is the Neu- 
tralock. Originally, this was approved 
“on cars where the gear shift levers are 
not readily disconnected from the trans- 
mission.” How impossible it is for any 
one to judge on what cars this can be 
attached, and the former ones are 
equally as bad. 

The fact that discounts are 
where incorrect does not lessen 
theft hazard but it does decrease the 
premium, The average solicitor or 
broker does not know, and more often 
does not care, to verify the eligibility of 
locks. The total reduction in premiums 
is enormous and the thefts are occur- 
ring with the same regularity. 

A Possible Relief 

The only possible relief is to curtail 
the discounts for locks to only a certain 
few of the very best. If the Under- 
writers Labdratories see fit to approve 
as they are, why is it necessary to have 
the insurance companies suffer? Sure- 
ly anyone can find a suitable lock from 
a dozen which should be approved for 
use on all automobiles. Then the com- 
panies could be guided by the dozen 
listed and avoid the very unp’easant 
difficulties now encountered. It may be 
added that the discontinuance and 
changes of some locks are embarrass- 
ing. The afore-mentioned “Neutralock” 
yas changed twice, with the result that 
companies insisting upon proper observ- 
ance of the amended rules have lost 
business. 

Insurance companies and particularly 
the underwriters, must unite in an ef- 
fort to put this properly before The Un- 
derwriters Laboratories. The bumpers 
which allow reduction on collision in- 
surance will be as offensive in a short 
time. The indications are present now. 
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THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1882. 


The real strength of an insurance com- 








pany is in the conservatism of its man- 





A. H. KNOLL GETS NEWARK 

The Newark fire agency has been ob- 
tained by Augustus H. Knoll, Buffalo, 
who announces the fact in a large ad- 
vertisement in a Buffalo paper. 

The Metropolitan-Hibernia Fire has 
withdrawn from the Inter-State Insur- 
ance Agency and appointed as Philade!- 





phia representatives Ralph Anspach 
and John W. Buckman, 
Walter Bazell, director, Bevington 


Vaizey & Foster, Ltd., of 31 Lombard 
Street, London, E. C. 3, and at Lloyds, 
is a visitor to New York City. 
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agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
CHARLES W. HIGLEY, Vice-President 

E. S. JARVIS, Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 


NEW YORK 


HOWIE & CAIN, Inc., Gen. Agents 
Metropolitan District 


95 WILLIAM STREET, NEW YORK 
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Years ago I was in business with a 
Down East Yankee, one of those shrewd 
and canny pioneers that have helped 
to make the State of Maine famous. I 
remember one day when a rather flip- 
pant youngster romped into the office 
and asked for a position on the sales 
force. 

“What can you sell?” inquired my 
Yankee partner, as he mentally took a 
quick inventory of the applicant. 
“Why,” replied the flippant one, “I can 
sell anything. I can even sell blue 
sky.” “Oh, well, I guess we can’t use 
you,” said the Maine man. “You know 
blue sky is easy to sell. What we want 
is a chap who can sell clouds and rain; 
blue sky is always in demand.” 

Somehow this reminds me of the 
time I was staying at the Langham 
Hotel, in London. There was a clerk 
there who helped dispense not only 
meals and lodgings, but cheerfulness 
as well. It happened this way. 

I was to sail that day from Liverpool, 
leaving London at 2 p. m. I had or- 
dered my clothes pressed and a gener- 
ous bundle of laundry to be ready well 
jn advance of train time, and, as I 
thought, had impressed the clerk with 
the tremendous importance of having 
everything ready, but the machinery 
slipped a cog somewhere and the stuff 
wasn’t on hand. Say, but I was mad. 
You know just about how excited a ner- 
vous American can get at a time like 
that, and the explosion was a good one. 
I damned the tailor and the laundry- 
man and the hotel and the clerk and 
the entire British Empire all the way 
from Winnipeg to India’s Coral Strand, 
and the more I raved the madder I got, 
until I was on the point of committing 
murder on a wholesale scale. I don’t 
suppose that peaceful and placid hotel 
clerk ever listened to such a tirade in 
all his life. 

Finally, after invoking destruction 
of a dire nature upon everything Brit- 
ish, from William the Conqueror to the 
last George, I stopped for sheer want 
of breath, and ’twas then that the lit- 
tle hotel clerk, recovering from the 
first stages of mental paralysis and 
seeking if possible in some way to miti- 
gate my outraged feelings, gave voice 
to these immortal words: “Oh, I say, 
sir” (he pronounced it “I sigh”). “You 
know, I say sir, I wouldn’t go and tyke 
such a gloomy view of it.” 

I almost staggered at the impact of 
his reply, and then suddenly the reac- 
tion set in and I laughed. The propor- 
tion of my anathema to the size of my 
small wrongs seized upon my sense of 
humor with a firm clasp and I capitu- 
lated, I apologized; I said I was glad 
it all happened. I offered him a cigar, 
and I vowed I’d lend him money on 
sight if he ever needed it. 

Years have elapsed since then, but 
I have not forgotten that excellent, I 
might say almost inspired piece of ad- 
vice, and when things have gone wrong 
with me in business and in my home 
I’ve caught myself in the midst of a 
declaration of war and listened to the 
still, small voice of the little Londoner 
repeating: “Oh, I say, sir, I wouldn’t 
tyke such a gloomy view of it.” 

Great advice that, and worthy of a 
Greek philosopher, or a Philadelphia 
lawyer, or any one else who is sup- 


posed to deal in large and scintillating ° 


truths. 

Did the slim little Britisher sell me 
something that day? 

Yes, indeed, he did, and I sometimes 


feel very small to think I never paid 
him for it. Oh, sure, I fixed up the 
whole score according to the hotel 
ledger, but as for that Good Cheer sug- 
gestion of his, why, even Andy Car- 
negie was never rich enough to settle 
for that. 
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NO SECTION TORNADO-PROOF 





Home of New York Tells Agents of 
Wind Pranks and Damage in 
New England 





A hermit on the summit of Mt. Ara- 
rat would have been the last person in 
the world to have insured himself 
against the Deluge, but even his little 
cave was fil'ed up by the flood. 

Before April 31, 1920, an insurance 
solicitor would have had an unpleasant 
time trying to sell tornado insurance 
in Connecticut or Massachusetts. 
“But August 31, 1920,” says a pamphlet 
of the Home Insurance Company, “ush- 
ered into many sections of Connecticut 
and Massachusetts such a terrific wind, 
hail and electrical storm as few inhabi- 
tants of New England had ever before 
witnessed. ° 

“At North Haven, Connecticut, a 
group of frame houses was blown down 
and one man killed. A fireworks fac- 
tory in the same town was wrecked 
and a dozen women employes injured 
* + * 

“South Weymouth, Massachusetts, 
had a bad experience this same day. 
The young tornado which visited this 
town did not make such a wide sweep 
as the Connecticut storm, but rather 
seemed to confine its territory ferocity 
to a smaller area and used all its de- 
structive powers there.” 

The pamphlet, entitled “Even New 
England Is Not Immune,” prints some 
photographs of buildings battered or 
overturned by the New England wind- 
storm. Very few of the owners whose 
property was destroyed were far-sighted 
enough to have carried windstorm in- 
surance. 





ROYAL GETS OPTION 
It is reported that when General 
Manager Chappell, of the Royal, sailed 
for England he took with him an option 
to buy the Mallinckrodt property on the 
corner of Platt and Gold streets. 





William D. Grier, general agent of the 
improved risk department of the North 
British, will speak at Syracuse today 
before the Field Club of Syracuse on 
the subject of “Chemical Hazards.” 





The Squire Company has opened an 
office in Chicago. 


Exchange Set Back 
in Sprinkler Case 


MOTION FOR STAY DENIED 





Case of New York Fire Insurance 
Exchange Against State Superin- 
tendent of Insurance 
The New York Fire Insurance Ex- 
change has received a temporary set- 
back in its controversy with Superin- 
tendent Phillips in the Conrad sprink- 
ler case, This is the important litiga- 
tion which is interesting the Under- 
writers Laboratories, as well as under- 
writers) The ruling, which is by Jus- 

tice Tierney, fol'ows: 


People ex rel. N. Y. Fire Ins. Exch. 
v. Phillips, supt., &e. This is a pro- 
ceeding of certiorari to review the de- 
termination of the superintendent of 
insurance that the relator remove an 
unfair discrimination in rates of prop- 
erty equipped with a certain sprinkler 
system. The order granting the appli- 
cation for the issuance of the writ con- 
tains a stay of the enforcement of the 
determination until the decision of a 
motion to continue the stay while the 
proceeding is pending and also an or- 
der to show cause why such stay 
should not be granted pendente lite. 

The order for the writ was granted 
upon a petition and certain affidavits 
thereto annexed and the writ was made 
returnable to the clerk of New York 
County. At the time of the hearing of 
the motion a cross-motion was also 
heard on the part of the superintendent 
of insurance to quash the writ or to 
amend it so that it should be returnable 
in Albany County and to strike out the 
affidavits which were annexed to the pe- 
tition. The motion for a continuance of 
the stay was also opposed. The writ of 
certiorari requires the respondent to 
make a return of his proceedings upon 
which he based the determination to 
be reviewed. The question to be tried 
by the court that hears the case is 
whether the return shows a sufficient 
justification for the action of the re- 
spondent in making the determination. 
The allegations of the petition and of 
the affidavits upon which the writ was 
granted are not relevant, except as they 
may be re'ated to an admission of the 
return or as they may support the pro- 
priety of issuing a writ of certiorari 
upon a motion to quash the same. The 
respondent is not prejudiced by the 
presence of any statement contained 
therein, nor does he have to plead there- 
to as to a comp'aint. 

The rules of pleading in an action do 
not apply to this proceeding. I do not 
see the relevancy of the matters set 
forth in these affidavits to the question 
to be decided by the court which will 
sit in review of the merits. The order 
for the writ, however, was based upon 
these affidavits as well as upon the pe- 
tition, and in that sense they may be 
regarded as an extension of the petition. 
I have decided, therefore, to deny the 
motion to strike out these affidavits. 
The granting of the writ was made by 
a justice of this court ex parte. This 
was a proper exercise of his functions 
and the writ may not be quashed as 
improperly granted. The respondent is 


a state officer, and his determinations 
are deemed to be made in the County 
ot Albany, where his official office is 
located. By section 2132 of the Code of 
Civil Procedure, the writ should have 
been made returnable at the office of 
the clerk of that county, By the same 
section the court is given power, upon 
motion, to amend the writ accordingly. 
The motion to have the writ so amend- 
ed is granted. Section 605 of the Code 
provides that an injunction order to re- 
strain a state officer from the perform- 
ance of a statutory duty shall not be 
granted, except by the Supreme Court 
at a term thereof sitting in the depart- 
ment in which the officer is located and 
upon notice. The granting of a stay by 
the court sitting in this department 
would be in contravention of that pro- 
vision as was the granting of a prelimi- 
nary stay ex parte. The motion for a 
stay is denied, without prejudice to a 
renewal thereof before the Supreme 
Court at a term sitting in the Third De- 
partment. The ex parte stay is vacated, 
Settle order on notice. 

People ex rel. N. Y. Fire Ins, Exch. 
v. Phillips (No. 2)—-For the reasons 
contained in the opinion filed herewith 
in Proceeding No. 1, the motion for a 
stay is denied, without prejudice to a 
renewal thereof before the Supreme 
Court at a term sitting in the Third 
Department, and the ex parte stay is 
vacated, and the writ of certiorari is to 
be amended so as to make the same 
returnable at the office of the clerk of 
Albany County. Settle order on notice, 





TAX RULING ON U. & O. 

This tax ruling on Use and Occupancy 
has been issued by the Treasury De- 
partment: 

The M Company in 1919 had a fire 
in its plant which necessitated shutting 
down for a day. The company had re- 
covered under a Use and Occupancy 
policy of insurance the sum of x dollars 
as compensation for the loss of use of 
its factory. 

Held, that sums recovered under such 
a policy are nothing more than compen- 
sation for the loss of anticipated profits, 
and whether such sums are.less than, 
equal to, or in excess of such anticl- 
pated profits for the period of nonuse, 
they nevertheless represent income 
within the meaning of that term as used 
in the Revenue Act of 1918. 

The amount of premiums paid on In- 
ductible as a business expense. 
surance of this character is properly de- 





The Hartford Fire has abandoned its 
branch in Boston and will be represent- 
ed by an agent there. 
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ASSURANCE CO. 
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Fire, Automobile, Explosion—Riots, Civil 
Commotions and Strikes—Marine 
and Tornado Insurance 
UNITED STATES BRANCH 
January 1, 1920 
PORES . srcctervcsiasianvssscaieaed $4,973,932. 
Surplus in United States...... 1,900,899.75 

Total lesses paid in United 
States from 1874 to 1919 
GRETINED  cunsecaccceccsvenees $46,673 ,033.35 
WwW. B. MEIKLE, President 
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Insurance Company 
Of North America 
Runs Real School 


TRAINS YOUNGER GENERATION 


President Insurance Company of North 

America Finds Plenty of Talent 

in Philadelphia 

Underwriters are born not made. 

Maybe so, but not in the opinion of 
Benjamin Rush, president of the Insur- 
ance Company of North America. The 
instinct underwriter, the fellow with “a 
nose for insurance,” the chap who is an 
insurance man because he has a lean- 
ing for that sort of thing, may be all 
right in his way, but, starting the race 
on equal terms with the studious, ser- 
ious young man who wants to get 
ahead, who is willing to learn the game 
by patient study, who is ready to begin 
at the bottom, who is not afraid of re 
sponsibility, he will not progress very 
far. 

Friend of Young Men 


Mr. Rush believes firmly in young 
men and he believes firmly in insur- 
ance. No one in the business has done 


more to help young men, to train them, 
to make underwriters of them. Prob- 
ably it is because he started at the bot- 
tom himself and early understood the 
necessity of properly directed training. 
No one appreciates more keenly than 
the president of an insurance company 
the need of competent underwriters. A 
big bank or a big store or even a big 
newspaper may almost run itself after 
it gets started, but a big insurance com- 
pany can tie itself into knots through 
incompetent direction in some depart- 
ment quicker than any other institu- 
tion. A reckless and stupid automobile 
manager, for instance, can run the com- 
pany’s loss ratio up to a point where 
all the other departmental profits are 


wiped out, while a careless, inexper- 
ienced marine underwriter, further 
handicapped by bad judgment, can 


steer a company upon dangerous finan- 
cial shoals in short order. Boiled down 
in a nutshell it is no trick to make a 
company grow, but to make it prosper 
is another story. it’s the competent 
underwriter, not the gambling under- 
writer, which the successful insurance 
company wants. And there was no period 
in American underwriting history when 
capable underwriters were so much 
needed by American companies as dur- 
ing the war; there was no time when 
good underwriters were so scarce; but 
among the companies which had cap- 
able underwriters is the Insurance 
Company of North America. Where did 
it get them? Many interesting reports 
have circulated along William and 
Beaver streets that the Insurance Com- 
pany of North America has been run- 
ning an underwriting training school of 
its own, and a representative of The 
‘astern Underwriter ran down to Phita- 
delphia this week to ask President 
Benjamin Rush about it. 
Personality of Mr. Rush 

A word about the head of this Com- 

pany. Mr. Rush came up through the 


adjusters’ end of the marine depart- 
ment. What he knows about fire 
insurance matters he learned in the 


more recent years. Mentally very ac 
tive, trained in fundamentals, familiar 
with insurance law, practice and _ per- 
sonalities, speedily sifting new ideas, 
accepting those of value or capable of 
development, he tackled fire and side- 
line insurance as conscientiously, as 
thoroughly and as intently as he had 
marine insurance, and his method of 
treatment of problems, the result of 
life long concentration, won. 

Mr. Rush’s first salary was $2 a 
week; his first job with Johnson & Hig- 
gins. The business world seemed a 
fascinating book to him; and he was 
early eager to devour every page. His 
office hours, part of the year, were from 
9 o'clock in the morning until 6 o’clock 
at night; at other times he worked until 
10 o'clock. Nevertheless, he managed 
to find at least one hour a day for per- 
usal of books on insurance law, prin- 
ciples or practices. Some of these vol- 
umes are pretty thick, rather formid- 
able in appearance, and would and do 
scare off many young men in insurance 
offices. Here are a few of the titles: 

Parsons on Maritime Law. 

Gourlie on Average. 

Gow on Insurance. 

Congdon on General Average. 

Lowndes on Insurance. 

Phillips on Marine Insurance. 

During the daytime Mr. Rush kept his 
eyes open, absorbed all the useful in- 
formation he could get, not so much 
because he thought it would come in 
handy some day as that he was fasci- 
nated by insurance and he felt a deeper 
sense of satisfaction in mastering his 
profession than in remaining in ignor- 
ance, After nine years with Johnson 
& Higgins, Mr. Rush, when manager of 
the firm’s adjusting department at. 
Philadelphia, went to Curtin & Brockie. 
He entered the service of the Insurance 
Company of North America in 1895 as 
assistant to the president, the late 
Charles Platt. Three years later he 
was made second vice-president. He 
was elected vice-president in 1909 and 
took charge of the company’s marine 
department and particularly made a re- 
markab!e reputation in the business as 
head of the marine Joss department. He 
was elected president in March, 1916; 
and in fire insurance has been quick to 
grasp the importance of side-liners, pub- 
licity and other up-to-date matters. 

Story of a Group of Young Men 

That in brief is Mr. Rush’s career; it 
explains why he put so much fajth in 
training and experience, and also why 
he believes in catching men when they 
are young and can ‘be trained, He was 
asked by The Eastern Underwriter to 
corroborate a story which has circu- 
lated lately to the effect that some 
years ago Mr. Rush took from a pre- 
paratory school in or near Philadelphia 
a number of young men to whom he 
gave jobs at $25 a month. To one he 
said: “Your job is to learn all you can 
about cotton. Saturate yourself in the 
subject.” To another he gave this in- 
struction: “You are to learn al’ you can 
about railroads and transportation. Be- 
come an expert, if you are able to do 
so.” Toa third went this order: “Your 
work will be to absorb as much informa- 
tion as possible about hulls. You'll find 








DEVELOPMENT 


“Every agent should make it a point to be so familiar with the 
nature of the goods he has for sale that every one of the customary 
insurance problems that come to his clients may be answered intel- 
ligently and satisfactorily.” From the address’ of 
Cecil F. Shallcross at the 
25th Anniversary Con- 
vention of the National 
Association of Insurance 
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For example: 
Are you ready to pro- 


vide ——— Agents, Des Moines, 
RENT, Iowa, Oct. Mth, 1920. 
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LEASEHOLD More timely now than ever before. 
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It is our business 
to help your business. 


We are ready. 
Are You ready? 
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National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement January 1, 1920, to New York Insurance Department 


LIABILITIES 
i ORR, 65s i1 nc deneenebesnawasiicdbedinecaeeaw is $2,000,000.00 
Funds reserved to meet all Liabilities, Re-insurance Reserve, 
rr er ree 13,440,443.33 
Unsettled Losses and Other Claims..................eceeeeees 2,725,042.04 
Net Surplus over Capital and Liabilities....................... 6,057,578.23 


Total Assets January 1, 1920................$24,723,963.60 


H. A. Smith, President F, D. Layton, Vice-President C. B. Roulet, Ass’t Secretary 
G. H. Tryon, Vice-President 5S. T. Maxwell, Secretary F. B. Seymour, Treasurer 
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Think of the laborious task of mentally figuring the unearned premiums on 100,000 items of a re- 
insurance schedule, compared to the Barrett System of machine figuring. We often wonder why 
some companies think they are saving money by doing this work themselves. We complete the job; 
checking registers, figuring net retention, and unearned premiums, preparing schedule and recapit- 
ulation for final settlement. 
Our policy writing department checks rates, on applications, figures, and types policies, forms at a 
nominal cost. 
We install figuring systems and supply trained operators. 
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this phase of shipping an interesting 
subject. Go to it.” There were other 
young men who received other instruc- 
tions. That was years ago. As time 
went by their salaries increased; and 
they advanced to responsible positions. 
Today this group includes several well- 
known underwriters in the New York 
office of the Insurance Company of 
North America and a partner in Field 
& Cowles, Boston representatives. 

“That story is to all intents and 
purposes accurate,” said Mr. Rush. “We 
have had good luck in developing young 
men of seventeen, eighteen or nineteen 
who have come to us from academies 
or high schools. One in particular being 
the Episcopal Academy of Philadelphia 
which, by the way, was my old school. 
We are always in the market for such 
students. They start with the, advan- 
tage of a high type of executive men- 
tality; quite often they are sons of 
gentle folk who have not much money, 
which means that more frequently than 
not they are ambitious; and the possi- 
bilities of insurance appeal to them. 
Now, p'ease don’t misunderstand me 
and think that it is necessary to be an 
academy, or preparatory school boy in 
order to break into the Home Office of 
the Insurance Company of North Amer- 
ica. We turn no one down who has 
ambition to go ahead, 

Giving the Helping Hand 

“After starting work these young men 
are not left to shift for themselves, but 
a close tab is kept on them to see which 
are making progress, which are trying to 
learn, and which are mere routine work- 
ers. Those who show aptitude for in- 
surance, mental grasp and get the at- 
mosphere are transferred from desk to 
desk By the time they reach the age 
of twenty-one—about three years as a 
rule after they come here—they are 
given some. responsibility. If they 
measure up under it we put them on 
the street, or send them out to an ag- 
ency—out West, for instance—where 
they can observe the agent in his daily 
work, and thus form some conception 
of the latter’s troubles in selling insur- 
ance, and of his triumphs. Understand- 
ing the agent’s point of view is impor- 
tant and valuable. After they pass that 
test one or more of our classifications 
is presented to three or four men and 
they are given instructions somewhat 
similar to this: 

“ «Take these classifications; put your- 
self in the position of the underwriter; 
analyze the data; then tell the under- 
writer what to do to make the class 
profitable if it be unprofitable; or more 
profitable if it be profitable. What 
would you do regarding re-insurance; 
and how would you do it? Now, to 
visualize this, and to make it more in- 
teresting just carry in your mind the 
idea that you are to collect the pre- 
miums for yourself and also to pay 
losses out of your own pocketbook. 
What would you do to increase your 
turn-over?’ 

“The results are interesting. Possibly 
out of ten who try two or three obtain 
good results, showing that they have 
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Statement, January 1, 1920 
Cash Capital .......$ 1,000,000.00 


"eee 10,748,246.37 

Liabilities, including 
errr 7,638,598.39 

Net Surplus ........ 3,109,647.98 


Surplus to Policy 
Holders ........... 4,109,647.98 


HEAD OFFICE 
109-717 SIXTH AVENUE, Cor. 4ist Street, 
NEW YORE 
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ubderwriting heads. They are the boys 
marked to get the best chances. 
Insurance Law A GENERAL AGEN cE 
“To understand insurance properly it ENCY OFFICE MORE THAN HALF CENTURY OLD 
is necessary to know insurance law. 
“So young men are given a list of 
books and instructed to get them, either 
ai. the law library or a bookstore or NEW ) ORK 
scme other place. At one stage we 
furnished the books ourselves, but that W 
didn’t work very well, Now, the clerks U N DER RITERS AGENCY 
can buy the books or borrow them on 
their own initiative. A & J H STO ART 
Underwriting Understudies ” ™ ” DD 
“The next step in the training of the 





young men is to permit them to criti- H : : °° 
cise reports from agents; go over ap- Fire, Tornado, Explosion, Riot and Civil 
plications and see that’ they are correct- Commotion Sprinkler Leakage and Use 
ly written; and general'y to note that an . ° 
instructions of the office are carried d Occupancy Insurance. Automobile 
out. If not complied with, they are to Insurance - Fire, Theft, Collision and 
find out why. In other words, they are Property Damage. 


deveioped at this point into actual un- 
derstudying assistants for the marine 
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underwriters. The underwriter turns ; eee 

work over to them; gets their views 

on various points; and, in the language SCHAEFER & SHEVLIN 

of the diamond, they can pinch hit for 

the underwriter if the contingency 100 William Street GENERAL AGENTS Hew York, B. ¥. 
arises. By the time they are twenty- FIRE and AUTOMOBILE INSURANCE 


five or thirty they have a good working 
knowledge of the situation.” Excellent Facilities for Handling Suburban Business Phones John 1167, 110 


What Becomes of the Underwriters _ — 
Mr. Rush was asked if most of the 
underwriters developed eventually be- 


came Home Office underwriters. NEW YORK STATE DEPARTMENT 


“No, and that’s a problem. As soon 











as their abilities become known in the SUPERIOR FIRE INSURANCE CO. OF PITTSBURCH, PA, 
field we have calls for them from some ALLEMANNIA FIRE INSURANCE CO. OF PITTSBURGH, PA 
agent or an agent, for instance, who CAPITAL FIRE INSURANCE CO, OF CONCORD, N H 
wants a man. He sends in a hurry-up CEORGIA HOME INSURANGE CO, OF COLUMBUS, GA, 


call for a certain type of assistant, and UNITEO AMERICAN INSURANCE CO, OF PITTSBURGH, PA 


we accommodate him. At least, that 
PERCY B, DUTTON, Manager, ROCHESTER 


has been our custom in the past, but 
we think the agents should start a 


(Continued on page 24) 

















AGENCY 


FIRE---STRIKE---CIVIL COMMOTION---RIOT---SPRINKLER LEAKAGE--AUTOMOBILE 
Risks accepted throughout UNITED STATES—CANADA—PORTO RICO—CUBA 


General Agents for Above Territory 
American Equitable Assurance Co., of New York Manufacturers Insurance Co., of America 
Knickerbocker Insurance Co., of New York Great Lakes Insurance Co., Chicago 









General Agents for Metropolitan District Brooklyn and Long Island City Agents 
Millers National Insurance Co., Chicago, III. London & Scottish Assurance Co., London, Eng. 
Importers & Exporters Insurance Co., of New York Underwriters at American Lloyds 
Colonial Assurance Co., of New York 
Merchants Underwriters, of New York 
Millers Mutual Fire Insurance Association of Alton, It. 


Head Office Chicago Branch 


Brooklyn Branch New Jersey Branch 
151-153 Montague St. 34 Clinton St. 80 Maiden Lane 


I Exchang 
Newark, New Jersey New York City ae ' 











22 


THE 


EASTERN UNDERWRITER 


November 19, 1920 


























American Equitable Assur. Co. 
Bankers & Shippers 

Delaware Underwriters 

Eagle, Star & British Dominions 








INCORPORATED 


INSURANCE AND REAL ESTATE 
BUFFALO, N. Y. 


Offer facilities for writing large lines in Buffalo, N. Y., terri- 
tory, including INSPECTION and ENGINEERING SERVICE. 


We are agents for 


Phenix of Paris 


General Agents Erie and Niagara Counties For 
Norwich Union Indemnity Co. 


4ANy 


London & Lancashire 
Mechanics & Traders 
Norwich Union 

New Jersey 














Why Richters Became 
Advisory Engineer 


TELLS NEEDS FOR HIS BUREAU 





Will Furnish Inspections for Compa- 
nies and Assured Both; More 
Concise Reports Needed 
J, C. Richters, formerly head of the 
sprinklered risk department of the Ni- 
agara, seems to have unearthed a real 
worth while new service idea, He has 





Jf, C. RICHTERS 


opened a bureau in Albany as an inde- 
pendent insurance engineer, through 
which will be gathered a staff which 
will help him inspect risks for mem- 
bers of the bureau and review rates 
for the insured. Mr. Richters was 
asked to tell The Eastern Underwriter 
all about his new venture, Here’s his 
story: 

“I did not settle in Albany because 
of its favorable loss record (or I 
should have been constrained to choose 
Troy), nor with political intent, but 
for geographical and personal reasons. 
In any event I was bound to New York 
State as it is the field that I know 
best; consequently, the one in which I 
am best known and most likely to be 
successful. 

“It seems in order to preface my 
‘reasons’ by stating my experience as 
it is the foundation of the venture. 

Mr. Richters’ Experience 

“Eight years through the mill of the 
old Middle States Inspection Bureau— 
a fond memory to many insurance men 
—from proof-reader to manager of the 
engineering department. I resigned 
this position to acqufre rating expe- 


rience via the sprinklered risk commit- 
tee of the Underwriters’ Association of 
New York State. In those days the 
Committee made the rates after hear- 
ing the engineers’ reports;—often af- 
ter hearing from their agents;—and 
quite frequently the meetings were 
thoroughly interesting and instructive 
from ‘the trade’ standpoint. Since 
1917 when I left the Association, I 
have been with the Niagara as super- 
intendent of its improved risk depart- 
ment. I count my entire experience as 
exceptionally fortunate. My ‘bosses’ 
have been broad, encouraging men, the 
keen competition for sprinklered risks 
experienced in the field sharpens one’s 
wits, while the friendly association 
with company men in New York has 
been very he'pful. 

“Now for the ‘jobs’ we hope to do 
that will keep our office running. 

“As a staple we expect to make in- 
spections and reports and now have 
the subscriptions of a number of com- 








ROSSIA INSURANCE COMPANY 
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HARTFORD, CONNECTICUT 


FIRE REASSURANCE COMPANY 
HARTFORD, CONNECTICUT 
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panies whom we will serve, as a ‘bu- 
eau’ as soon as we can acquire a staff. 
‘We will make special reports for com- 
nanies not members of our ‘bureaw’ on 
a per-inspection basis. We will not 
»ublish reports which, like the brook, 
‘x9 on forever,’ but will study to make 
them brief, and in addition, of such 
character that they may be easily di- 
gested by busy underwriters as well as 
by technicians. Each report will be 
complete in itself, thereby avoiding 
the irritating necessity of reading an 
original, a reinspection and a supple- 
ment. Believing our opinions are sound 
we will not hesitate to state them 
frankly. I feel our intimate knowledge 
of many of the important risks of the 
State should be an asset. 

“From the standpoint of making in- 
spections we have started at a fortu- 
nate time: from the present outlook 
‘more inspections’ promises to be the 
order of the day and ‘more premiums’ 
relegated to the future. 





a 





Theodore Roosevelt said: 


There is no limit to the greatness of the 
future before America, before our be- 
loved land. 
if we are Americans, if we are Nation- 
alists, with all the fervor of our hearts 
and all the wisdom of our brains. We 
can serve the world at all only if we 
serve America First and Best. 

We must work along our own National 
lines in every field of achievement. We 
must feel in the very marrow of our 
being that our loyalty is due only to 
America, and that it is not diluted by 
loyalty for any other Nation or all other 
Nations on the face of the earth. 


Only thus shall we fit ourselves really 
to serve other Nations, to refuse ourselves to wrong them, and 
to refuse to let them do wrong or suffer wrong. 

(From The Great Adventure) 

















“AMERICA FORE” 








But we can realize it only jj 








The Continental Insurance Company is an American institution for 
American property-holders and American agents, which gives its hearty 
support to every principle of “America Fore.” 


THE CONTINENTAL 


INSURANCE COMPANY 


Cash Capital, Ten Million Dollars 


HENRY EVANS, Presideat 


HOME OFFICE: 8 MAIDEN LANE, NEW YORK 


CANADIAN DEPT.: 
W. E. Baldwin, Manager 
17 St. John Street 
MONTREAL 


PACIFIC COAST DEPT.: 
Cc. ©. Allan, Secretary 
Insurance Exchange Bldg. 
SAN FRANCISCO 


WESTERN DEPT.: 
J. R. Wilbur, Secretary 
332 South LaSalle St. 
CHICAGO 


Ideal Training Ground 

“As a side line we may now and 
then be entrusted with the training of 
inside men in outside work. Compe- 
tent inspectors are as scarce as the 
proverbial hens’ teeth. There are 
plenty of men in the company offices 
with unlimited capabilities, In order 
to become first class special agents 
many of them need only the broaden- 
ing experience of outside contacts and 
a term of inspection work, and they 
will quickly acquire vision and _per- 
spective. New York State with its di- 
versified risks, as a training ground is 
almost ideal. We won’t guarantee to 
turn out a polished inspector in two 
or three weeks but other than this 
make no reservations. 

“Reviewing rates is another staple 
that I hope will help to keep us busy. 
I expect that, if acting upon our ad- 
vice, an insured effects a reduction in 
his premiums, he will be more or less 
content to divide his saving with us. 
This work appeals to me strongly, as 
if we are successful, the insured will 
benefit, the risk will be improved from 
the Company standpoint and our office 
will prosper. In this connection I do 
not propose to solicit insurance or seck 
to divert the control of a line, but will 
act merely in an advisory manner. In 
our role of ‘insurance advisor’ we may 
sometimes be called upon to vise or pre- 
pare forms, many of which are capable 
of being clarified and improved. 

Inspection for the Insured 

“Another side line, that judging from 
experience is possible of development, 
is making inspections tor the insured, 
i. e., solely in his interest. There are 
good reasons, the large labor turnover 
for example, resulting in inexperienced 
plant supervision, why the insured 
should be amenable to this reason. 

“Incidentally such inspections are, of 
course, very helpful to the companies.” 





GETS UNDER WAY 





New Association at Perth Amboy Ap- 
points Committee to Work With 
Local Men in Fire Prevention 





The preliminary organization of the 
Perth Amboy Association of Insurance 
Agents has been completed. It will 
work in co-operation with the New Jer- 
sey Association of local agents. Wil- 
liam Fraser was elected president; 
Clancy D. Boynton, vice-president and 
Theodore S. Brown treasurer; Nathan 
Goldberger secretary. 

The purpose of the association is to 
actively assist in fire prevention, regu- 
late brokerage and support other right 
principles in underwriting. A consti- 
tution and by-laws were adopted and a 
special committee of three consisting 
of Nathan Margaretten, Lloyd Johnson 
and Charles Schonceit was appointed 
to act as a committee on fire preven- 
tion with a member to be appointed 
by the chamber of commerce and the 
chief of the fire department to organize 
a fire prevention campaign in the city. 
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Brooklyn Brokers 
Elect New Officers 


WANT BETTER AUTOMOBILE LAW 





A. W. Seaman Gives Ideas on Present 
Conditions; W. B. Renton Tells of 
New Scheme to Stop Thefts 





The Brooklyn Insurance Brokers’ As- 
sociation elected officers for the coming 
year at their regular meeting last week, 
at the Brooklyn Chamber of Commerce. 
An instructive address on automobile 
thieves and reckless driving was de- 
livered by Albert W. Seaman. He is 
chairman of the law committee of the 
Long Island Automobile Club, and also 
on the law committee of the N. Y. 
State Automobile Association. Walter 
B. Renton, president of the Motor Car 
Abstract Company, spoke on theft and 
suggested a new scheme to eliminate it. 

The officers elected are John M. 
Boylan, president; Louis Arnold, vice- 
president; George H. Holden, secretary; 
John Woodenbury, treasurer. The ex- 
ecutive committee elected are: John 
Hastings, Horace E. Wood, Arthur J. 
Hess, O. H. Claussen and John Egan. 

Mr. Seaman was introduced to the 
members, and he said in part: “In Ohio 
the authorities are sending men to jail 
for careless driving. We ought to do 
the same in New York and get rid of 
the suspended sentence. I personally 
favor a penalty of five years in the min- 
imum and twenty years as the maxi- 
mum. One must be afraid to cross the 
city streets these days. An automobile 
travelling at the rate of speed regulat- 
ed by the city ordinance traverses about 
twenty-two feet a second. They come 
on you so quickly that if you are not 
a rapid and accurate judge of distance, 
you are apt to be hit at any time. In 
more than eighty per cent of the street 
accidents the pedestrian is not to 
blame. 

“T am not in favor of the association’s 
resolution on reckless driving. It is a 
bit too drastic. I know of a case of a 
physician, who ran down a boy, and was 
not really responsible for the occur- 
rence. Yet this physician was sued for 


- $5,000 and the jury brought in a verdict 


in favor of the plaintiff. 

“I do not believe that our traffic 
courts are handing out justice in many 
cases. According to newspaper reports 
Magistrate Fish, in the traffic court in 
Brook'yn has tried as many as two 
hundred and fifty cases a day. No auto 
owner can expect justice under that 
condition. I can show you a report in 
the Brooklyn Eagle tonight in which so 
many cases were tried in this court that 
none of them could have been heard 
accurately. 

“From the figures I have compiled a 
horse travels three miles a day to 
fifteen miles a day for an automobile. 
This is the average gathered from all 
horse driven vehicles and automobiles 
in this State. During October, the fig- 
ures show that automobiles travelled 
144. 000,000 a day in New York City as 
against 4,429,000 travelled by horses. 
The casualties to automobiles, from the 
official figures are found to be less than 
to horse driven vehicles. 

“Headlights and their glare are an- 
other element of danger to combat with. 
The city authorities order a man to 
put on dimmers that do not give suffi- 
cient light. A direct ray in front of 
the automobile for about two hundred 
feet is an absolute necessity to safe 
driving. Another trouble is with the 
Ford cars. Their lights pick up power 
as the speed of the engine increases. 
Owners of these cars, therefore, cause 
the most trouble in relation to head- 
lights, and are the greatest violators 
of the law. There are only about six 
headlights made that can pass a rigid 
Inspection and are fit to be used. We 
have been working for a national law 
in relation to this subject, but a man 
named Smith in Congress has blocked 


it all along. I believe he went down 
with the other Democrats this time. 

“The insurance companies take too 
great risks on accident insurance. The 
lure of the premium may be the cause 
of this. But after they get a few losses 
they become more careful. I have al- 
ways believed that the driver of the 
automobile should be equally liable as 
well as the owner, so that not all of the 
responsibility falls on the owner. An 
accident may be entirely the fault of 
the driver.” 

Walter B. Renton, who spoke entirely 
on theft, explained that the company he 
represents was getting out sets of steel 
washers that would be placed on any or 
all parts of the automobile to identify it 
if stolen. These washers would have 
the number of the car on them, and no 
thief would know just where to find 
them or how many were on the car. 
The owner and the company wou!d have 
a chart showing the location of these 
washers, The company will act in con- 
junction with the police throughout the 
country to recover stolen cars, prevent 
cars from being stolen and recover 
those that are stolen. Title policies will 
be issued, and a reward offered for the 
arrest and conviction of the thief. 

Mr. Renton said in part: “In seeking 
to put through laws to prevent theft, we 
do not get at the root of it. A thief 
can steal a car and take it to Jersey 
and sell it overnight. The police often 
find cars that have no numbers. Block 
the sale of the car and there you have 
the solution of theft. A title policy in 
the sale of a second-hand automobile 
will cut the thief’s hands. There is a 
bill of sale law in New Jersey, but it is 
not effective. To trace stolen cars every 
State must have lists of cars stolen, 
and this job is too big to carry out 
properly. 

“A private corporation, operating na- 
tionally, can furnish the police with de- 
scriptions of cars stolen. This method 
will be more effective. If a thief steals 
a car and can’t sell it, there is no r2a- 
son for stealing it. Of course, he can 
ship the car abroad, but there will be a 
law soon to prevent that. We are work- 
ing on it now. 

“Our system of washers to be placed 
on cars will stop theft to a degree. We 
have a plate to be hung over the radi- 
ator, which offers a reward of $500 for 
the arrest and conviction. This would 
have a moral effect of making a thief 
think before acting. The fact that he 
did not know where to look for the 
washers on the car or the number of 
them, would also deter him from taking 
the automobile. Then our title po'icy, 
which a buyer of a second-hand car can 
demand before purchase, will offer fur- 
ther protection.” 
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Lines Bound Anywhere 
in New York State 





45 JOHN STREET 
New York City, N. Y. 


Telephone 5784 John 























| Western Department 

WALTER H. SAGE, Gen’l Mgr. 
INGRAM & LERCH, Managers 

| i6 West Monroe St., Chicago, Hl. 

Boston Office 

| 


ROGERS & HOWES, Managers 
| Liberty Square, Boston, Mass. 


Great American 
Insurance Company 


New Pork 


i INCORPORATED - 1872 
PAID FOR LOSSES 


$112,397,573.17 
STATEMENT JANUARY 1,1920 


| $5,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


17,191,302. 


TSURPLU 


11,01 0,376. 51 
33,201,678.88 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3ist, 1919 


Since January Ist the Capital Stock of the 
Company has been increased to $10,000,000. 


| 

| The Company now owns 
$10,000,000 U.S. Government Liberty Loan Bonds. 

| 

| 


Home Office, One Liberty Street | 
New York City 
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Pacific Department 
GEORGE H. TYSON, Gen'l Agent 
210 Sansome Street 
San Francisco, California 
Marine Department 


WM. H. McGEE & GO., Gen'l Agis 
15 William Street, New York City 











Greater Capacity 


for Local Agents 











Use our unlimited capacity and wide experience for placing additional lines 
of insurance beyond the capacity of admitted companies. 


Binding Contracts with Guaranteed Underwriters at Lloyds and British 
Companies maintaining United States deposits. 
binders given. 


MARSH & MCLENNAN 


Insurance Exchange 
CHICAGO 


80 Maiden Lane 1615 Coliferaie St. 
NEW YORE DENVER 

901 Ford Bldg. 302 West Superior St. 
DETROIT DULUTH 











Immediate telegraphic 


114 Sansome &t. 107 8. Fifth St. 
SAN FRANCISCO MINNEAPOLIS 


263 St. James St. 23 Leadenhall St. 
MONTREAL LONDON 


The Best there is in Insurance Service 











211th YEAR 


SUN 


_ INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPAKTMENT: 
76 WEST MONROE ST., CHICAGO. 


PACIFIC DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 








BRITISH AMERICA 


Incorporated 1833 
Toronto, Canada 
Fire, Automobile, Explosion—Riots, Civil 
Commotions and Strikes 
Statement, January 1, 1920 
ROOT cicccccnerewrensensvstedenie $2,297 ,350.46 
Liabilitiag cccccccccccccccecsesses 1,517,850. 
Surplus in United States....... $ 499.7 
Total Losses Paid in United 
States from 1874 to 1919, 
SSUEVO cccccccaccerncsescend $26,935,071.80 


W. B. MEIKLE, Pres. & Gen. Mgr. 
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Underwriting School 


(Continued from page 21) 


little machinery going for development 
of talent on their own part and then 
we would not have to export so many 
underwriters. However, the tide is be- 
ginning to turn, as agents are beginning 
to recommend young men to us; we 
send for them and put them through 
the mill in Philadelphia. 


“A similar situation exists in the loss 
department where young men are study- 
ing various angles of the business; 
where they are taught to survey; to 
study values; to talk with the assured; 
to see the practical workings and set- 
tlement of the loss in all phases. They 
start with the small claims and grad- 
uate into the larger ones. 

“In fire insurance after the desk to 
desk office training young men are sent 
inspecting, visiting agents, learning the 
difference between good and bad risks, 
and before long they can qualify as 
inspectors and break into the special 
agency ranks. 


“As an indication of the continuous 
search for talent once we employed a 
man for a five-figure salary, when we 
had nothing at the time for him to do. 
We knew he was a good man; that he 
represented the type the Insurance Com- 
pany of North America wanted as a 
representative; and that he would fit 
in some place. And he did. Inside of 
three months an important niche for 
him had been found.” 


Casualty Underwriters Next 


There are three phases of insurance 
in which Mr. Rush could have been in- 
terviewed at length by The Eastern Un- 
derwriter had he been wi ling to talk; 
marine, fire and casualty. In marine 
insurance his views have been given at 
length before committees, congressional 
and otherwise, in Washington. When 
ased some pertinent leading questions 
about the trend of fire insurance, Mr. 
Rush diplomatically and gracefully an 
swered that he was not a prophet. In 
casualty insurance he is president of 
the new Indemnity Insurance Company 
of North America, which is bound to 
take rank as one of the great Ameri 
can companies before many years, Al- 
ready a splendid staff of underwriters 
has been gathered together. Each man 
is an expert; they came from other 
companies; but following the course 
that he has pursued in marine and fire 
insurance, Mr. Rush is undoubtedly at 
the present time scrutinizing prepara- 
tory schools about Philadelphia with a 
view of finding another group of boys 
who a few years hence will be trained 
and skillful casualty underwriters. 
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Representative 


A combination of real S-E-R-V-I-C-E. 
Boston - Royal - Orient - Hartford - Cont.- 
Fire Assoc.-Phoex. of H.-No. Bri. & M.- 
Prov. Wash. - Northern - Agric. -G. Falls- 
Niag -Great Am.-Home. 


CLINTON J. AYRES 


70 Main Street 
SARANAC LAKE, N. Y. 

















“‘STRONG AS THE STRONGEST”’ 


The Northern Assurance Go. 


(LTD., OF LONDON) 
Organized 1836 
Entered United States 1876 


Losses Paid - - - $109,000,000 
Losses Paid in U. S. $40,000,000 
Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 











COAST AUTO THEFTS 





More Cars Stolen in Seattle Than in 
Los Angeles; San Fran- 
cisco Third 





The automobile theft experience on 
the Pacific Coast in four large cities 
during the fiscal year follows: 

Los Angeles 


igo ee 1,329 
TOG POOBTOTON 666s cc cascouscvde 993 
Na sare ceca ig able wh elena whi 45 
IIE i od ot eon dais weainae Bao 24 
San Francisco- 
II gy, ove 0p, aw iio ncerere nee 1,095 
eT ere rer ror re rt. 1,060 
PD cts a cee recede bieds mew Sawa 12 
IID 0 bic ia aides ee wihweer nee? 9 
Seattle— 
ID «sete 0 wow Wolk Rd wid aOR 1,835 
Baer renee er ee 1,686 
SN oe ceed a Gin sar arate: Bike ome eR 249 
RNIN, <4. 0:6: saaidre.6 4:5,0.0eik ba oraions 138 
Portland— 
reer eer er ere ere ete 654 
Dave ale x Ghann Graowok wa areed 527 
I aod otal Dali a dar Silat irs at Gk ee 22 
SREOSINE 6.5 enue se raweeniavennesas 15 


LETTON’S NEW WORK 
Harold W. Letton, United States man- 
ager of the Netherlands and of the 
Zurich General Liability, who also had 
the fire management of the American 


Merchant Marine until it quit writing 
new business, has been elected vice- 
president, director and underwriting 


manager of the Great Lakes Fire of Chi- 
cago, and will operate that company in 
connection with the others under his 
charge. 

Under the new arrangement the Great 
Lakes is expected to make a much more 
aggressive bid for business. The di- 
rectors have authorized an increase in 
its capital from $400,000 to $600,000 and 
expect a little later to increase it to 
$1,000,000. 





F. |. A.’s $450,000 BUILDING 
The Factory Insurance Association is 
to occupy one-fourth of the entire space 
of the Willys-Overland Building on 
Asylum Street, Hartford. This will be 
formally taken over by the association 
in December. The building was _ pur- 
chased by the F. I. A. for $450,000. 
There are 165 employes in this home 

office and forty traveling engineers. 





Col. 
western 


Henry Clay Eddy, who retires as 
manager of the Commercial 
Union fleet on January 1, after more 
than thirty-five years of service with 
the company, will not get entirely out of 
touch with insurance affairs, a’though 
he will no longer take an active part in 
the business. Provision has been made 
for a private office for him at the west- 
ern department offices of the company, 
where he can make his headquarters 
when he chooses to return to the insur- 
ance district, thus not only providing 
for his convenience, but also making it 
possible for his former co-workers to 
take advantage of his counsel whenever 
occasion may arise. 








SUES A MUTUAL 
Jerome Brown, of Towanda, Pa., is 
suing the Grange Mutual Insurance 
Company for insurance which he claims 
as a result of the burning of his house 
at Mountain Lake. The company re- 


fuses payment on the grounds that 
there was a stove in the cellar, from 
which a chimney passed through the 


walls of the house. The complainant 
denies that the chimney passed through 
the walls and alleges that the chimney 
was well protected and that there was 
no fire in the stove. 








Frank V. Cooper Co. 
15 Park Row, New York 


General Insurance Adjusters and Apprais- 
ers for the Insurance Companies. 


Established 1862 


Associate Adjusters ~ “teed U. S. and UNITED STATES BRANCH 
FIRE Canada. MARINE HORATIO N. KELSEY, Manager 
AUTO LIABILITY 110 William St., New York, N. Y. 


Subrogation claim handled for Companies. 




















Firemen’s Insurance Co., Newark, N. J. 


January 1, 1920 
Capital Stock ......................$1,250,000.00 
Sa .$2,300,392.78 
SURPLUS TO POLICYHOLDERS. $3,550,392.78 


DANIEL H. DUNHAM, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Secretary 
NEAL BASSETT, Vice-President J. K. MELDRUM, Assistant Secretary 








. Fire, Marine, Windstorm, 
Automobile, Sprinkler Leak- 
, age, Riot and Explosion In- 
of Wetertown, WB. surance. 

E. A. MORRELL, 205 Walnut Place, Phila., Special Agt. MIDDLE DEPT. 
JAMES J. GARLAND, 514 Eighth Ave., Brooklyn, Special Agent 

- ¥. SUBURBAN & NO. N. J. 
E. J. PARMELEE, Syracuse, N. Y., Special Agent. NEW YORK STATE 
GEORGE SHAW, 116 Milk St., Boston, Special Agent NEW ENGLAND 
F. F. BUELL, Troy, N. Y., Special Agent........ NEW YORK STATE 








” & 
The Superior Fire Insurance Co. 
PITTSBURGH 
neorporated 1871 

A. H. TRIMBLE, Prest. EDWARD HEER, Sec’y and Treas. 

Why not make room in your agency for a conservatively managed, 
medium-sized American Company whose indemnity, treatment of agents 
and assured, will bear inspection for nearly half a century? 


Capital $400,000.00 Surplus to Policy Holders $730,417.59 
Assets $2,083,462.49 
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FRED S. JAMES & CO. 


UNITED STATES MANAGERS 


General Fire Assurance Co. 
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Agencies Growing 
in Marine Market 


DISPLACING ‘SINGLE OFFICES 





Strong Trend Toward Consolidating 
Underwriting Business in Hands of 
a Few Representatives 





Announcement of the appointment 
of S. D. McComb & Co. as underwrit- 
ing agency for the Washington Marine, 
effective November 15, again illustrates 
the undeniable trend toward fewer in- 
dividual marine offices and larger 
agencies. This movement has_ been 
noticeable since post-war competition 
for ocean risks began to force finan- 
cially insecure companies out of the 
marine business and will probably con- 
tinue during the coming years until 
the more prominent agencies secure 
control of practically the entire market. 

There are several reasons why 
American companies writing marine 
risks should gain by reducing the num- 
ber of operating elements in the local 
market. In the first place the whole- 
sale and unprofitable cut-rate compe- 
tition which has been carried on here 
with disastrous results will slowly die 
out, for with fewer competitors agency 
heads will more easily get together and 
agree on proper rates. The quantity 
of business offered will suffice to give 
plenty to each underwriting agency 
and thus eliminate the necessity for 
granting all sorts of hazardous induce- 


ments, which are not at all in keeping. 


with previous underwriting experi- 
ences. 
Company Expenses Reduced 


From the company standpoint as 
well, the large agency has many ad- 
vantages. The expense of maintain- 
ing a separate marine branch is reduced 
appreciably when the underwriting 
office handles the accounts of from 
three to a dozen companies, and at 
present the element of office expense 
often means either a profit or loss at 
the close of the fiscal year. Marine un- 
derwriting has not been exceedingly 
profitable for the last two years and 
the high costs of maintaining an effi- 
cient office force and renting spacious 
company headquarters have been dis- 
proportionate to the results achieved. 
With several companies represented in 
a single office profits or losses will 
then depend almost entirely for each 
individual company upon the underwrit- 
ing results alone, and less attention 
will need be devoted to economic 
changes affecting labor and building 
conditions. 

Companies operating singly have less 
chance for a wide spread of business 
than the big agency and a spread of 
business is continually sought by all 
underwriters, in order to reduce ef- 
fectively the likelihood of big losses. 
Well-known agencies naturally attract 
a large number of accounts and the 
individual companies each share in the 
business accepted according to the per- 
centage agreed upon. The individual 
company, on the other hand, must often 
retain a larger net line than is desir- 
able because the number of risks com- 
ing into its underwriting office is 
limited. 

Assured Benefits Also 


How about the assured? Does he and 
his broker benefit or lose by having 
the marine market controlled by the 
companies forming it? With the com- 
panies arrayed against each other dur- 


ing the last two and three years, the 
applicant for insurance has often se- 
cured very low rates for both hulls and 
cargoes; rates lower than expected. 
This bargain insurance hasn’t proved 
so exceedingly cheap in many instan- 
ces, however, for assureds have been 
known to accept compromise settle- 
ments of their loss claims as a result. 
Others, more fortunate, have undoubt- 
edly profited by the chaotic conditions 
in the marine market, but taking all 
in all the assureds’ savings in rates 
have been at the expense of quick loss 
settlements and efficient service. Gen- 
erally speaking, placing marine under- 
writing business in the hands of a lim- 
ited number of agency managers will 
accrue to the advantage of both the 
companies involved and their clients. 
The idea that a semi-monopolistic mar- 
ket will cause abnormally high rates 
and big profits for the agents and their 
companies is not entirely warranted, 
because there always remains the for- 
eign markets as an antidote to rate 
abuses, together with the few strong 
single companies which shall always 
operate in the local market. 

The chief and strongest contention of 
the independent companies is that un- 
derwriters connected with large agen- 
cies are liable to forego quality for the 
sake of securing a sufficient quantity of 
business to pad the premium accounts 
of all the companies represented, where- 
as an individual company must give 
strict attention to the kind of risks of- 
fered in order to maintain its own head 
above water. There is much to be said 
on both sides of this question and argu- 
ments pro and con have appeared con- 
tinually without any definite settle- 
ment ever being reached. Though the 
downfall of one or more local agencies 
is attributed to underwriters’ desires 
to write large lines with little thought 
to the merits of the risks so long as 
they brought in fat premiums, never- 
theless, the successful agencies which 
employ some of the most skilled under- 
writers in the country don’t place 
quantity above quality or else their 
success would not be so continuous. 
Writing for premiums alone is merely 
an abuse of a system, not an inherent 
fault. 

The Washington Marine, the latest 
company to submerge its individuality 
to become part of a larger agency, has 
frequently changed its underwriting 
managers during its short lifetime. 
Organized in October, 1918, it was 
handled in conjunction with the Impor- 
ters & Exporters by the Trans-Marine 
Underwriting Agency until April, 1919. 
Then the two companies separated and 
the Washington organized its own 
agency, the Oceanic, with Richard D. 
Jones as head underwriter. Mr, Jones 
resigned July 1 of this year to form an 
independent agency, and Frank A. 
Fackrell, the cargo underwriter, re- 
signed a short while ago. S. D. Me- 
Comb & Co. will handle the marine 
business of the Washington written 
subsequent to November 15, while the 
company will itself take care of the 
unexpired risks now on the books, and 
will also continue to underwrite auto- 
mobile and fire risks directly as here- 
tofore. 





HAVANA CONGESTION WORSE 

Reports received from Havana this 
week state that the congestion of ship- 
ping there, which was supposed to be 
steadily improving, is again as serious 
as ever. The inability of importers to 
pay duties is given as one reason for 
the change to the worse. Twenty ves- 
sels are discharging at the docks, nine- 
teen in the harbor, and twenty are 
awaiting discharge. Thirty-four schoon- 
ers, besides, are in the port. 
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Supported by Both Parties 


The American merchant marine has gained a 
place on both the Republican and Democratic plat- 


forms and is supported by both parties. 


When 


both parties can agree unanimously on the pro- 
gram of the merchant marine, it must indicate 
that the subject is of unquestioned value to 


Americans. 


Write for copy. 








MARINE and AUTOMOBILE INSURANCE 


Home Office, 51 Beaver Street, New York 


The development of the American merchant 

marine and of its guide and protector, American 

] marine insurance, are preliminary to the con- 
tinued prosperity of America’s foreign trade. 


Have you read that authoritative booklet “The 
Basis of Our Shipping Prosperity”? It was writ- 
ten by Professor Huebner, Expert to the U. S. 
Shipping Board. You will find it of real interest. 


The Washington Marine Insurance 
Company of New York 
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GREAT LAKES LOSS 





“Francis J. Widlar” Reported Lost; 
Largest Casualty of an Other- 
wise Favorable Season 





The wrecking of the Becker Line 
steamer “Francis J. Widlar” last week 
on the shores of Lake Superior during 
a heavy storm marks the first serious 


loss on the Great Lakes this season. 
Underwriters were congratulating 
themselves upon their good fortune in 
escaping unusually heavy claims when 
this loss was reported. November, the 
last month of the Great Lakes season, 
is always the worst of the year due to 
the wintry storms which sweep across 
the open waters before ice formations 
close the channels of navigation, and 
losses occurring then eat heavily into 


the premium reserves, Notwithstand- 
ing this accident the season should 
prove profitable on the whole if no 
further total losses occur. 

The “Francis J. Widlar” is a 7,600- 
ton steel freighter and was reported to 
be carrying a large cargo of ore on 
this trip East. Later statements were 
to the effect that her cargo consisted 
of flaxseed. 





ATTENDED MANY CONVENTIONS 

John Marshall, Jr., vice-president of 
the Firemen’s Fund returns Friday from 
an extended trip through the East 
where he has represented the company 
at many important insurance conven- 
tions. Mr. Marshall attended the meet- 
ing of the Eastern Union, Western 
Union, the agents convention at Des 
Moines, and numerous automobile con- 
ferences. 
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Little Sympathy on Street for 
Abolishment of General Average 


Is M. C. Harrison, Pacific Coast man- 
ager of the St. Paul Fire & Marine, cor- 
rect in the arguments he makes in his 
pamphlet, “The Abolishment of Gen- 
eral Average?” In his case against gen- 
eral average he says that of amounts 
paid for losses last year 25 to 30 per 
cent. went for general averages, and he 
calls general average adjusting a relic 
of the Phoenicians, dating back 3,000 
years B. C. He says that with the abol- 
ishment of the system American ma- 
rine insurance companies would be 
placed in the position where they can 
at the end of the year determine their 
losses almost as efficiently and cor- 
rectly as a fire insurance company can, 

Many of the American marine under- 
writers do not agree with Mr. Harri- 
son. They say he has been “a bug” on 
this subject for many years and that 
while there are many evils in the sub- 
ject of general average which ought to 
be remedied the medicine offered by 
Mr. Harrison would merely substan- 


tiate another ailment for the one we 
now have. 

So far as The Eastern Underwriter 
can find there are not a large number 
of underwriters who would like to be 
rid of the incubus of general average. 
There is not one, however, who would 
not like to be rid of the abuses which 
have crept into general average, and, 
therefore, make it burdensome and ag- 
gravating. This view is taken by rea- 
son of the fact that every underwriter 
who is doing any considerable amount 
of cargo business is at times faced 
with cases where large values insured 
by them are sacrificed for the common 
good, and they are therefore just as 
much interested in having the sacrifice 
ot the one or few contributed for by 
the many. 

One underwriter says to The Eastern 
Underwriter: “I cannot for the life of 
me see how Mr. Harrison's proposal for 
pooling all interests on a ship offers 
any real solution to the trouble, and 
there is not the slightest doubt in my 
mind that the shipowners would very 
quickly make a new scheme as burden- 
some and as much of a nightmare as 
general average is now to a few.” 


Harrison’s Views Analyzed 


During the past twenty-five years 
there have been aired by writers in 
England, Germany, and the United 
States, various schemes for the abolish- 
ment or curtailment of general average, 
ali of which have received a certain 
amount of academic interest, just as 
Esperanto, Volapuk, Single Taxes, Par- 
lor Socialism, and other “isms,” have 
a certain amount of vogue, but the 
abolishment of customs and practices, 
current and accepted for many cen- 
turies is not so simp!e as the pamph- 
leteers think. 

In its essence Mr. Harrison's idea is 
of a Henry George type. 

General average is expensive, irritat- 
ing, and trying to all those caught in 
the mesh which sometimes surrounds 
a case of general average, but after all, 
the element of an equitable distribution 
of the loss caused by a voluntary sacri- 
fice of or by one interest for the benefit 
of the whole venture can never be dis- 
turbed by such a simple proposal as 
abolishment. 


Reform Must Be Practical 


Reforms are needed in the practice 
of average adjusters and eternal watch- 
fulness is required against schemes of 
shipowners to get more than their 
equitable rights. Average adjusters as- 
sociations of England and America are 
constantly working to eliminate bad 
practices by adjusters as well as to 
prevent those attempted by shipowners, 
and underwriters are doing what they 
can by taking objectionable cases to 
the courts from time to time. 

World conferences, such as those 
which formulated first the so-called 
York Rules, later called the YorksAnt- 
werp Rules, which have since repeat- 
edly been revised, etc., have done much 
to bring about uniformity in practice. 

Deuglas Owen, of the Commercial 
Union, of London, for many years ad- 
vocated, and published many articles 
and pamphlets on the subject, that gen- 
eral average be completely abolished, 
any sacrifice made to be left to lay 
where it fell. If goods which a com- 
pany insured were jettisoned in order 
to get a vessel off a strand—to prevent 
her from becoming a wreck—that com- 
pany would be left to bear its loss 
without recourse upon the vessel, 
freight money, and other cargo; if the 
master chopped down a mast, or threw 
overboard the vessel’s coal supply the 


shipowner likewise would be left to 
bear his loss without recourse, and so 
on, The e'ement of human nature 
would soon assert itself and we would 
soon find that goods belonging to some 
one else would alone suffer and the 
shipmaster would never sacrifice any- 
thing of the shipowner’s. We would 
find that the master would not incur 
cash disbursements to save a vessel 
if his owner was not to have a right 
of recovery, proportionately, from those 
who benefit. 


Plan Impractical 


Mr. Harrison's plan is impractica! 
for many reasons, one of the greatest 
of these being that it contemplates the 
shipowner providing insurance for ves- 
sel, freight money, and cargo. The 
shipowner wou'd be a sort of clearing 
house or pool manager. A merchant 
owning goods would have no right to 
elect his own insurer or the type of in- 
surance he required, or to provide for 
the payment of loss direct to him -the 
shipowner always would stand between 
the cargo owners and the insurers. A 
cargo owner in England would—in the 
case of an American ship—have to look 
to a shipowner and to underwriters in 
America. An American cargo owner 
ov a British ship would have to go to 
England to collect his money, etc. 

In other words, Mr. Harrison pro- 
poses a series of pools in which no 
one but the shipowner would have the 
right of selection. 

Being a “trader,” the shipowner 
would soon find ways of making the 
funds which come into his hands pay 
tribute to him. 

We would be flying from the devil 
we know to a devil we do not know. 

If San Francisco were the whole 
world in itself it could be done, but the 
world is large and there are many un- 
changeable elements. 





Wm. H, McGee & Co. held its annual 
ball at the Hotel Astor on Wednesday 
evening, November 11, more than three 
hundred officers, employees, and their 
guests attending. 





New life is promised for the “San 
Jacinto,” now seventeen years old, by 
the Mallory Line, which intends to 
convert her into a first class passenger 
steamer for the coastwise trade. Her 
hull is considered in excellent shape 
and after being repaired should last 
for twenty years more, 
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Trying to Keep 
Up Tariff in Norway 


MARINE RATE SOLUTION THERE 








Hull Premium Low; But Good Com- 
panies Fighting for Higher 
Rate Levels 





Up to April, 1919, most of the Nor- 
wegian companies, under the auspices 
of the “Centralforeningen” were mem- 
bers of a tariff organization for Nor- 
wegian hull insurance, says “The Pol- 
icy,” of London, in its special issue on 
Norwegian insurance just issued. Un- 
fortunately, more and more of the 
companies wanted to have free hands 
in competition, and the result was the 
breakdown of the tariff agreement, 
which had to be renewed yearly. For 
this reason the hull premiums for the 
moment are rather low, but the gaod 
companies are fighting to keep the pre- 
miums on a reasonable level. They 
will succeed in this task, especially if 
the work is not counteracted by direct 
offers from insurers in foreign coun- 
tries, also in England. Such foreign in- 
surers, in offering direct, should con- 
sider that it will be much safer for 
themselves to collaborate with the Nor- 
wegian insurers, who know the busi- 
ness. In hull business, for example, it 
is absolutely necessary to know the 
risks. Here, if anywhere, it is neces- 
sary to pick and choose, if you want a 
profitable business. Therefore, it is in 
their own interests that foreign insur- 
ers should not cut rates directly, and 
by so doing make it difficult for the 
home companies to keep up the rates. 

The chairman of the Association of 
the Norwegian Marine Insurance Com- 
panies, after the breakdown of the hull 
tariff, initiated the “Borsmotene” 
(meetings at the exchange). 

Every day at a certain hour the 
marine insurers have a meeting at the 
Exchange of Christiania to discuss the 
day’s offers of the marine insurance 
market. After discussion, premiums, 
as sound as possible, are quoted. 
These premiums are obligatory for the 
companies participating at the meeting. 
During the last few_ months it has only 
been necessary to have these meetings 
once a week. The resolutions of the 
meetings have been forwarded to all 
marine underwriters in Norway, repre- 
senting foreign as well as Norwegian 
companies. But this is not the only 
thing from which a hope of better 
conditions is to be expected. First of 
all, we may record that even if the 
tariff has failed, we still have the Asso- 
ciation, under the auspices of whom the 
tariff agreement was made, and this 
Association, the Sjoassurandorernes 
Centralforening (The Marine Insurers’ 
Central Association), is living vigor- 
ously, and will sooner or later also 
solve the tariff problem. Foreign as 
well as domestic marine insurance com- 
panies can be members, and it is within 
the scope of the Association to make 
and to maintain well-arranged con- 
ditions for marine insurance. Many 
important interests bind the members 
together, as, for instance, the Salvage 
Bureau, organized by the Association, 
which is developing rapidly and is 
likely to become one of the greatest of 
its kind. The authority of the, Associa- 
tion is increasing, and this authority 
is very useful in its deliberations with 
the different mercantile organizations, 
shipowners’ organizations, and govern- 
mental departments. It also works in 
harmony with two other organizations, 
viz., the Norske  sjoforsikringssels- 
kabers forening (The Association of the 
Norwegian Marine Insurance Com- 
panies) and The Association of Repre- 
sentatives for Foreign Insurance Com- 
panies, 


BILL OF LADING HEARING 





Changes Proposed Affecting Shipown- 
ers’ Liability and General 
Average Settlements 





Considerable interest attaches to the 
current hearings before representatives 
of the Interstate Commerce Commis- 
sion at which changes in the present 
form of the standard bills of lading are 
being considered. Marine insurance in- 
terests to-date are playing the role of 
spectators, although any alterations 
which may result from the arguments 
of shipowners, shippers, and manufac- 
turers relative to shipowners’ liability 
and general average agreements will 
have a direct bearing on both hull and 
cargo underwriters. 

The latest hearing was held Monday 
in Washington before Commissioner 
Wooley. Representatives of the car- 
riers objected particularly to the in- 
troduction of a clause, proposed by the 
National Industrial Traffic League with 
the backing of the Institute of Ameri- 
can Meat Packers, which attempted to 
define very briefly the extent of a ship- 
owner’s liability when a loss occurs. 
The new Clause stated that “the carrier 
shall not be liable for loss, damage, 
delay or default from any cause what- 
ever, except where the negligence of 
the carrier is the approximate cause 
of the injury complained of.” More 
preferable to the shipowners are the 
general] exemption, clauses as contained 
in the Harter Act, for that law has 
been tested in the courts and its pro- 
visions would take precedence over 
any changes prescribed by the Inter- 
state Commerce Commission. 

An amendment to the section dealing 
with the calculation and payment of 
general average was approved by the 
carriers, This makes the rules of the 
Port of. New York applicable for the 
settlement of disputes not covered by 
the York-Antwerp Rules of 1890 in 
whatever port a case is being adjusted. 
The proposal was introduced for the 
sake of having uniformity, as was the 
original intention of the York-Antwerp 
rules insofar as they went. Points not 
covered by the latter have oftentimes 
been settled according to the rules of 
the port where the various parties to 
the case met. 





WITH NEW ZEALAND 





F. A. Fackrell Underwriting Marine 
Risks at Company’s Main U. S. 
Office at 110 William St. 

Frank A. Fackrell, former cargo un- 
derwriter for the Washington Marine, 
is now connected with the United 
States branch of the New Zealand at 
the company’s head office at 110 Wil- 
liam Street. H. E. Kempthorne, United 
States manager for the New Zealand, 
has heretofore written only fire risks at 
that office, but now has begun active 
marine underwriting there with Mr. 
Fackrell in charge of the ocean cargo 
business. The latter was associated 
with the Washington Marine for one 
year, and previously was engaged in 
marine underwriting in the local 
market for several years. 





A LLOYDS BROKER SENDS THIS 
LETTER TO “FAIRPLAY” 
To the Editor of “Fairplay.” 

Dear Sir: With the strikes and labor 
troubles before us, I should like to 
have some authoritative advice as to 
the position of brokers and owners 80 
far as the strike clause is concerned. 
In the “builders’ clauses” the risk of 
strikes is expressly excluded. In the 
Institute time clauses it is generally 
conceded. What is the position with 
reference to vessels being insured 
whilst in port? If a vessel is insured 
for port risks, do underwriters admit 
their responsibility for the r. and C.c. 
clause, or has it to be specially agreed? 
If there is no agreement and the ves- 
sel is damaged by strikers, what is the 
owner’s position? I think the point 
should be cleared up. 

Yours truly, Broker. 











AMERICAN MERCHANT MARINE 
INSURANCE COMPANY 
OF NEW YORK 





Merchant Marine House 


Insurance Exchange 











MARINE DEPARTMENT 


South William and Beaver Streets 


FIRE DEPARTMENT 


New York City 


Chicago, Il. 






































Telephone Hanover 2054 


Marine Insurance 


Established 1898 








Local agents are invited to consult us on their marine insurance problems 


OSBORN & CO. 


Average Adjusters and Insurance Brokers 


Insurance Exchange, CHICAGO 


45 Wall St. NEW YORK 








Wireless Uninsured; 
Case Goes to Court 


STEAMER SUNK BY SUBMARINE 





New York Decision in Case of Marconi 
Co. Versus Universal Trans- 
portation Co. 





Failure to insure the wireless appa- 
ratus on the steamer “Hilonian,” sunk 
by a German submarine, caused an in- 
teresting litigation—Marconi Wireless 
Telegraph Company of America, appel- 
lant, v. Universal Transportation Co., 
Inc., respondent—where a decision ina 
high New York court has just been 
rendered against the wireless company. 
The court’s decision follows: 

On the 9th of April, 1917, plaintiff 
and defendant entered into a contract 
whereby plaintiff agreed to equip the 
steamship “Hilonian,” belonging to de- 
fendant, with its system of wireless 
telegraphy, and defendant agreed to 
pay a stipulated rental therefor. The 
provision of the contract here involved 
is as follows: “The wireless apparatus 
shall be insured by the steamship com- 
pany in favor of the Marconi Company 
in the sum of $2,000 against all war 
risks.” The plaintiff, it is alleged, in- 
stalled upon the “Hilonian” a full set 
of wireless apparatus, and in all re- 
spects fulfilled its contract. The de- 
fendant failed to insure the wireless 
apparatus, Within the term of the con- 
tract the “Hilonian” was sunk by a 
German submarine, and the wireless 
apparatus was totally lost. The wire- 
less apparatus was at the time of its 
loss of the reasonable value of $2,000. 
The defendant claims that plaintiff is 
not entitled under the above facts to 
recover the value of the wireless appa- 
ratus lost, but that its only remedy 
was to have insured the apparatus it- 
self and sued for the amount of the 
premiums paid. It is undisputed that 
no insurance was taken out, and no 
damages are sought on this latter 
theory. The plaintiff claims that it is 
entitled to the value of the apparatus 
lost, with interest. 

Appellant contends that the measure 
of damages is the amount of insurance 
stipulated in the contract (Jacksonville, 
Mayport, Pablo R’y & Nav. Co. v. Hoop- 
er, 160 U. S. 514). National Mahaiwe 
Bank v. Hand should not be followed 


even on its own facts. The rule estab- 
lished in this case has been repudiated 
in a number of cases, among which may 
be particularly mentioned Douglas v. 
Murphy (16 U. C. Q. B., 113) and in 
the comparatively recent case of Frank 
v. Stout in the Supreme Court of Wis- 
consin (120 N. W., 867). The breach 
of the requirement that defendant re- 
turn the apparatus in good condition 
end reimburse plaintiff for damages 
justifies the rule of damages contended 
for. 

Respondent contends that the defend- 
ant did not become an insurer of the 
wireless apparatus by the provision in 
the contract that the wireless appara- 
tus should be insured by it, and the 
measure of damages for failure to in- 
sure was the amount of premium which 
would have been charged for war risk 
insurance in the amount specified. The 
rule of law in this state has been laid 
down in the case of National Mahaiwe 
3ank v. Hand (80 Hun, 584; same case, 
89 Hun, 329; appeal withdrawn, 153 
N. Y., 655). There was no valid cov- 
enant to insure and no proper proof of 
damages and the complaint was rightly 
dismissed, : 

U. S. LIABILITIES 
Total liabilities in the United States 


of foreign marine insurance companies 
having United States branches, at end 
of December, 1919, follow: 

Alliance Assur. $965,897 
British & F. 1,248,904 
eee ae 42,486 
Imp. Marine T. & F.......... 250,357 
_e. ee ... 615,092 
ne rates ree. 1,855,902 
re Pre 101 059 
Norwegian Joint ........... 160,967 
Norwegian M. & T. ..... 137,880 
Ocean-Marine .......ccccccece 259,601 
Reliance Marine .. eer, 255,862 
ES eer dane Seb silat w ca awe ae 
Standard ....... ...-. 1,516,094 
Switz. General 475 874 
Thames & Mersey . 833,250 
ED. dx ttivees 779,971 


Yang-Tsze 784,605 


business 


Marine is improving grad- 
ually underwriters say but the volume 
of risks is still somewhat slack com- 
pared with the amounts written last 
spring and summer. Too many steam- 


ers are arriving and leaving with un- 

E. G. Driver, assistant secretary of 
the National Board of Marine Under- 
writers is in Bermuda at present on a 
short vacation. 
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W. C. Faxon Dead; 
Notable Underwriter 


LIFETIME SPENT IN HARTFORD 


Kept Close Tab on Accident and Health 
Happenings; Popular With 
Associates 

The board of directors of the Aetna 
Life passed this resolution re'ative to 
the late vice-president of the Company 
whose death is recorded below: 

“The board of directors of the Aetna 
Life records on behalf of the company 
this expression of its grief occasioned 
by the death of W. C. Faxon, for many 
years vice-president of the accident and 
liability department of this company. 
When the Aetna Life decided to enter 
the accident insurance fie'd careful 
search was made for an insurance man 
of standing and experience to inaug- 
urate this department. The selection 
was made of Mr. Faxon, who came with 
this company in 1891 as assistant sec- 
retary. How well the company was 





WALTER C.: FAXON 


satisfied with its choice may be judged 
by the successive promotions to secre- 
tary and finally to vice-president, and 
from the large and still-growing busi- 
ness of which he was the guiding spirit. 
He built up a country-wide agency or- 
aanization and despite many calis upon 
his time he never lost touch with those 
whom he had selected and between 
whom and himself there was always 
sympathy, loyalty and affection. It is 
by these men, as we'l as by his close 
associates in the company that his loss 
will be the most keenly felt.” 


Walter C, Faxon, vice-president of the 
accident and liability department of 
the Aetna Life, and one of the greatest 


authorities on accident and health in- 
surance in the world, died in Hartford 
cn-Friday morning last of angina pec- 
toris. ~ He was one of the stalwart fig- 
ures in the business, personally popular, 
stood well with the agency force as 
well as with his associates, and was a 
first class underwriter. His death 
caused widespread regret. 

Mr. Faxon was a graduate of the 
Hartford high school of the class of 
1874. His first insurance job was with 
the Travelers, with which company he 
went after leaving school, and he re- 
mained with that company for about 
seventeen years, specializing in acci- 
dent insurance. 

His career with the Aetna began in 
1891, when the company started its ac- 
cident and liability department. He 
has seen the income premiums grow 
from $40,026.15 at the end of the first 
year to many millions of dollars. In 
1919 the sum was over $22,000,000. The 
first accident policy was issued Janu- 
ary 1, 1891, to President Morgan G. 
Bulkeley. Four years after going to 
the Aetna Life, Mr. Faxon was made 
assistant secretary and in 1902 he was 
advanced to the post of secretary. 
Three years later he was made vice- 
president. In 1908 he was elected vice- 
president and a director. 

Able and energetic in management 
end exceptionally productive of practi- 
cal results, he was among the most es- 
teemed of insurance captains in Hart- 
ford. “Faxon week” had its birth in 
1912, when one of the mid-summer 
weeks was given over to a drive for 
new business. Approximately $36,000 
was the premium income from new 
husiness written in the six days. For 
a number of years the plan was con- 
tinued. 

He was a member of the Connecticut 
Historical Society, the Society of Colo- 
nial Wars, the Order of Colonial Gov- 
ernors, the Society of Mayflower De- 
scendants, and of the Order of Found- 
ers and Patriots of America. Also he 
Lelonged to the Sons of the Revolution 
ard the Sons of the American Revo- 
lution. He had membership in the 
Hartford Club, the Hartford Golf Club, 
the Republican Club and the Congrega- 
tional Club. In the “Founders and 
Patriots” he held high office. He had 
been secretary of the Mayflower De- 
secendants. His principal recreation 
was motoring. 

President Bulkeley of the Aetna Life 
was affected by news of the sudden 
death of his long-time associate and 
friend. He praised Mr. Faxon as a 
thorough student of the accident and 
liability business and a most agreeable 
associate. Vice-President Joel L. Eng- 
lish told about the industry and ability 
of Mr. Faxon and the esteem in which 
he was held by all who knew him. 
Vice-President Daniel N. Gage of the 
Aetna Casualty and Surety Company 
said that the loss was one to be widely 
felt. “Mr. Faxon was a lovable man 
of charming personality. He was be- 
loved by officers and agents all along 
the line.” 
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C. H. Bainbridge Prophesies P. G. 
Volume Will Jump to $20,000,000 
Before Long 





C. H. Bainbridge, of the New York 
Plate Glass Co., told the Accident & 
Health Society at its meeting in New 
York a few nights ago that the day is 
near at hand when the companies will 
band together in handling of losses. 
A central warehouse in each large city, 
not in charge of an insurance man but 
rather of a plate g'ass man, will do 
much to correct the present situation. 
He made a prophecy before closing, 
predicting that the volume of plate 
glass in the United States will jump 
from $5,000,000 to $20,000,000 before 
very long, which “will attract big men 
to the business, and I hope so for this 
business needs all the study coupled 
with every possible attempt to improve 
conditions and reduce the cost of pro- 
duction for the day has passed when 
a low-priced head of a department 
means unnecessary expenses.” 

The Rising Price of Glass 

Mr. Bainbridge told in considerable 
detail how the glass people have boost- 
ed prices since Black Tom. Inside of 
a few days after Black Tom prices had 
jumped from $36 to $60 and even $80. 
Some of the insurers made the situa- 
tion worse by giving independent or- 
ders thinking the insurance companies 
couldn't get the glass replaced; and 
they didn’t care what price they paid. 

“We had been settling a great many 
of our losses through a glass house in 
Brooklyn. I had assisted the owner of 
the business in starting,” said Mr. 


Bainbridge, “and he had always looked 
to us to keep him busy and had given 
us very good service. Losses came in 
so thick and fast that Monday morning 
I went down to his warehouse with 
quite a bunch of orders. When I ar- 
rived I found that he had been handed 
by different companies more than 400 
orders, enough business to keep three 
trucks busy for a month and I was out 
in the cold. Talk about a man going 
crazy. He could see a fortune in sight; 
in fact, more money than he ever ex- 
pected to make, as many of these or- 
ders had been placed without regard 
to price. So in desperation on my own 
responsibility I made a deal with him 
buying his stock as it stood on the 
floor at a certain price, and, the follow- 
ing morning advised my sharp friends 
that their orders could not be handled. 
What some of their loss department 
heads said to me was a shame.” 


Mr. Bainbridge then discussed the 
labor situation. Today the glass setter 
gets as high as $8 or $10 a day with 
evertime. During the course of his 
talk he commented rather satirically 
on the manner in which some com- 
panies are paying their losses. ‘While 
I believe that it is the duty of insurance 
companies to adjust their losses 
promptly, I do not agree that it was 
up to the companies to do so to the 
extent of jeopardizing their own inter- 
ests, the interests of the property own- 
ers and of their competitors.” 
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Calls Non-Cancellable 
Policies a Fad 


w. B. MANN DISCUSSES SUBJECT 





Non-Cancellable With Month or Three 
Months’ Coverage Abatement 
May Be Practical 





Among the speakers at the dinner of 
the Accident & Health Society of New 
York was William B. Mann, of the 
Ocean Accident & Guarantee Corpora- 


tion, Ltd. and the Columbia Casualty 
Company, who talked at length on the 
subject of accident and sickness insur- 
ance and casualty insurance generally. 
E. H. Antes, of the Aetna, was chair- 
man. 

In his talk Mr. Mann said that had 
he been asked to prepare a speech, the 
text, in the light of prevailing condi- 
tions, would have undoubtedly been, 
“Back to Sanity.” He discussed the old 
days when the accident business was in 
its infancy and when the policies were 
constructed largely by a composition of 
qualifications rather than a vigorous in- 
tention at coverage. He said that frills 
and extemporaneous benefits in insur- 
ance policies befogged the public mind 
and gave the courts opportunity to 
speculate on policy coverage; that these 
worthless additions, serving no useful 
purpose in any direction, even as sell- 
ing points, were costing the companies 
money and placing that branch of cas- 
ualty insurance in the doubtful column 
as to the future. He pleaded for plain 
po'icies and courageous underwriting, 
for broad-shouldered methods, unquali- 
fied coverage and adequate premiums, 
rather than restricted forms built to a 
price instead of an ideal, a means by 
which the public support of the institu- 
tion of accident insurance would be 
gained and legitimate claims lifted from 
the realm of contention. 

Mr. Mann also made a point of acci- 
dent frequency in the operation of auto- 
mobiles and the exposure of the public 
from the presence of reckless and irre- 
sponsible operators. He predicted that 
the day was approaching when the 
State would require, as a condition of a 
motor license, that the owner should 
prove his responsibility, and p'ace the 
public in a position where indemnity 
for accidental happenings was assured. 

Someone asked Mr. Mann what he 
thought of Non-Cancellable policies. He 
replied that they were a fad rather than 
a utility, since companies in their eager- 
ness for business, rarely terminated 
their policies save in circumstances 
where the risk had become uninsurable. 
He regarded a Non-Cancellable policy 
with an abatement of coverage of the 
first thirty or ninety days as practical, 
if intelligent'y underwritten, and a 
proper rate looking into the future of 
the risk, collected. He expressed him- 
self, however, as being emphatically op- 
posed to any Non-Cancellable form that 
covered any period of disability, since 


in serving the honest claimant no bet- 
ter than the usual policies without the 
non-cancellable condition, it furnished 
exceptional privileges and opportunities 
to the malingerer and speculative claim- 
ants, and would inevitably, in course of 
time, destroy the underwriting struc- 
ture of the companies writing it, and 
force them into a revolutionary re- 
trenchment that would operate against 
their agents and patrons. 





NEW TRAVELERS EXCLUSION 





Two New Residence Burglary Con- 
tracts; Cover Points Which Some- 
times Caused Irritation 





The Travelers is preparing new resi- 
dence burglary contracts. The exclu- 
sion clause which formerly read (The 
Company shall not be liable for any loss 
or damage) “caused or contributed to 
by, or occurring during an explosion ex- 
cept when caused by burglars,” has 
been eliminated entirely from the con- 
tract. The words “water or the action 
of the elements” may be eliminated by 
the payment of an additional premium 
amounting to 5 per cent of the table 
premium. 

Just what do these two changes 
mean? Do they really increase the 
value of the policy? They certainly do! 
For example, should an explosion wreck 
a house, and during the confusion rob- 
bers enter and make away with the val- 
uables, the Company would settle with- 
out question. 

Should there be a flood, a tornado, or 
an earthquake—and because of this ac- 
tion of the elements the owner was un- 
able to defend his property and it was 
stolen, if he had paid this additional 5 
per cent of the table premium his loss 
would be made good. 

The Company has made these changes 
to eliminate some of the misunderstand- 
ings and hard feelings that arise when 
a loss occurs that is not covered under 
the provisions of the policy. 





With Fidelity & Deposit 

Floyd G. Whitney has become office 
manager for the Fidelity & Deposit 
Company. He was formerly connected 
with the War Claims Board for the last 
year. During the war he was with the 
contract section of the Ordnance De- 
partment at Washington, D. C. Prior 
to that he was a lawyer in North Caro- 
lina. 

7 - * 
Service Stops Losses 

An odd story of service was told by 
an executive of the Fidelity & Deposit 
Company. A certain fur concern want- 
ed burglary protection. The Fidelity & 
Deposit Company examined their many 
branches throughout the country. and 
reported that one of them, located near 
New York, was a bad risk. This re- 
port was made on Saturday and on 
Monday the branch was broken into 
and $8,000 worth of material stolen. 
The insurance was held up during the 
interval. 
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Agents of Indemnity Insurance Com- 
pany of North America 

Agency appointments by the Indem- 
nity Insurance Co. of North America 
follow: The Tay'or & Golden Co., Inc., 
So. Norwalk, Conn.; Carson & Com- 
pany, Atlanta, Ga.; Bartholomay-Dar- 
ling Co., Chicago, Ill.; the Riall-Jackson 
Company, Baltimore, Md.; George W. 
Jessup & Son, Camden, N. J.; Meyer & 
Klein Co., Jersey City, N. J.; Jno. M. 
Byrne Co., Newark, N. J.; William Merz 
Co., Paterson, N. J.; Thos. L. Wilkinson, 
Riverside, N. J.; Worthington & Sill, 
Buffalo, N. Y.; T. J. Maxey, Elmira, N. 
Y.; Woodward Agency, Niagara Falls, 
N. Y.; Schermerhorn & Co., Schenec- 
tady, N. Y.; Beach, Mitchell & Newhall, 
Inc., Syracuse, N. Y.; Gilbert Geer, Jr. 
& Co., Inc., Troy, N. Y.; John B. Rogers, 
Warwick, N. Y.; William Urban, Amb- 
ler, Pa.; Fink & Shonk, Inc., Bethlehem, 
Pa.; Raymond E. Shearer, Carlisle, Pa.; 
Sweeney and Clyde, Chester, Pa.; 
Thomas Spackman, Coatesville, Pa.; H. 
B. Heywood & Bros., Conshohocken, Pa.: 
George W. Stark, Hanover, Pa.; E. S. 
Joseph, Harrisburg, Pa.; Alfred H. 
Trank, Jenkintown, Pa.; Hoaster and 
Clark, Lebanon, Pa.; Happle & Swartz, 
Mechanicsburg, Pa.; John C. Tulloch, 
Moore, Pa.; C'ayton L. Brown, Norris- 
town, Pa.; J. Raymond Kelly & W. Gor 
don Smith, Overbrook, Phila., Pa.; 
Charles R. Smith, Quakertown, Pa.; 
Paul Ancona, Reading, Pa.; J. Brinton 
Thompson, West Chester, Pa.; Allen & 
Bitting, Williamson School, Pa.; L. Ed 
ward Herr, York, Pa. 


* * * 


How Mutuals View Attacks 

What are the mutuals saying about 
all the criticism which is being aimed 
at them? Here's a letter being sent out 
by the National Automobile Mutual Cas- 
ualty Company, 80 Maiden Lane: 

“The battle is on, false propaganda 
and unfounded statements are flying 
about thick and fast, newspaper articles 
condemning mutuals are crowding the 
columns to the very edges; pamphlets, 
with the learned discussions and ad 
dresses of prominent men, are being 
shown and distributed to every broker 


and agent wherever he may be, but: 

“Strangely enough, only one side 
seems to be fighting, only one side 
seems to be worrying. Stock compa- 
nies are making the attack, but tack 
less lies fail of their own accord and 
thereby need no effort from the other 
side in order to destroy the effect and 
so, we, a8 one of the mutuals, are able 
to sit back and quietly write an in- 
creased volume of business, while our 
stock company competitors make all 
the noise, and advertise the fact that 
we do exist and that we are a factor in 
the insurance world. 


“We challenge any stock company to 
show a better service to the assured, 
and incidentally to the broker, than 
that which we are accustomed to give. 
Our rate for good insurance cannot be 
duplicated. Our high regard for the 
value of brokers and agents, based on 
our Own record, cannot be questioned, 
,and we simply are taking this oppor- 
tunity of advising you as one of the 
brokers of this State, that we pay reg- 
ular commissions, and respectfully 
solicit your business.” 
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A Remarkable Personality 

Colonel Edgar Hamilton, the new 
vibrant, dynamic and superintelligent 
force in the Fidelity & Deposit Com- 
pany, the man who can detect a good 
idea a mile away and then improve 
upon it; who can size up a man in a 
flash; who is a Hugh Chalmers in com- 
municating pep—was a lawyer at the 
time the big war began on the other 
Entering the ordnance branch of 
the service he became a colonel. 

+ * * 
Aetna Life Prescriptions 

Pointers pertaining to the need of in- 
surance in keeping financially healthy 
take the form of some twenty odd pre- 
scriptions formulated by the Aetna Life. 
About 350,000 of these’ prophylactic 
posters have been distributed to agents 
of the company. 

” © co 
Verdict for Hartford A. & I. 

In the suit brought in the Philadel- 
phia Court of Common Pleas by Insur- 
ance Commissioner Thomas B. Donald- 
son against the Hartford Accident and 
Indemnity to recover $100,000 on a 
surety bond, arising out of the failure of 
the North Penn Bank, the jury last 
week rendered a verdict for the defend- 
ant company. 

The bond was given to insure the 
payment to former Insurance Commis- 
sioner Charles A. Ambler of all deposits 
he had made in the North Penn Bank 
of the funds of the insolvent Pittsburgh 
Life and Trust, of which Commissioner 
Ambler was the statutory liquidator. 
The bond was turned over to Commis- 
sioner Donaldson when he became the 
successor of Commissioner Ambler. 

The Hartford Accident and Indem- 
nity in contesting the right to recover 
on the bond maintained that the bond 
was given at a time when the officials 
knew the bank to be insolvent. 

« + 


High Cost of Health Insurance in Ger- 
many 

At the monthly meeting of the Phila- 
delphia Association of Industrial Med- 
icine, held last week, compulsory health 
insurance was the topic discussed by 
the noted chemist, Dr. Henry Leffman 
and Dr. Gordon J. Saxon. Dr. Leffman 
maintained that all the main principles 
of health insurance had been recog- 
nized in the United States for years 
and that as early as 1798 the Govern- 
ment had legislated for marine health 
insurance. The chief argument made 
by Dr. Saxon against compulsory health 
insurance was that in Germany, where 
modern health insurance originated, it 
cost the government $450,000,000 an- 
nually to give the workers $150,000,000 
wortk.of protection. 

eee 


Have Lofty Notions About Incomes 

“How do you account for the recent 
heavy awards of juries in liability 
cases, to the victims of accidents?” 
was asked of James B. Henney, counsel 
for the Aetna Life. “It’s the high cost 
of living. Juries think in larger sums 
than before the war. A mental calcula- 
tion of just compensation formerly 
based on a loss of pay at $5 a day is 
now based on $8 to $10 a day.” 

se s 


“Cash,” New Publication of Continental 
Casualty 

“Old man Hubbard went to the cup- 
board” is the cover illustration of 
“Cash,” a new house bulletin of the 
Continental Casualty, and therein is 
the reason for its being. For the agent 
who collects his premiums promptly 








Continental, 
says the Bulletin, will never find his 


cupboard bare. 
“You ‘just gota have’ cash to run the 


and remits them to the 


business. There is no profit in busi- 
ness on your books unless the cash in 
payment of same is on your bankroll 
* * * Frankly, it is just a plain, cold- 
blooded business proposition of Cash- 
in-hand and you will invariably find 
that the most successful agents are 
those who are strict in their collections 
* * * You know the o'd saying ‘The 
world owes every man a living but 
some of us are poor collectors’—if any- 
one owes you anything go collect it; 
put him on a cash basis—Cash is your 
means of living—don’t owe the Conti- 
nental a cent.” 

“Cash,” says this first number, “in 
each of its issues will contain sharp 
pointed, brass tack hints on collections 
and will from time to time print suc- 
cessful methods used by leading Con- 
tinental agents in bringing delinquent 
premiums into the office.” 

Here is one of the hints, cal'ed “Hit- 
ting below the Belt”: “If you have a 
policyholder on your books who is slow 
in paying his premiums write him a 
letter, ask him if he will accept credit 
instead of cash in event of his having 
a loss?” 

- ” 


Promotions in U. S. F. & G. 

W. W. Symington, vice-president of 
the United States Fidelity & Guaranty, 
was recently elevated to this position 
and placed in charge of the agency de- 
velopment and supply departments of 
the Home Office. He former'y directed 
the fidelity department, and will retain 
his supervision there. Mr. Symington 
succeeds Edward R. Lewis, who re- 
turned to the New York office as asso- 
ciate manager. 

Clark J. Fitzpatrick has been pro- 
moted from the position of superintend- 
ent of the personnel department at the 
Home Office to that of an assistant to 
Mr. Symington. 

W. O. Shilling, assistant secretary 
ot the company, has been made super- 
intendent of the fidelity department in 
the Home Office. He had been an as- 


sistant in this department for many 
years. 
. *. + 
Thought Travelers Wanted Peruvian 
Risks 


Some people seem to be of the opin- 
ion that the benefits of Travelers insur- 
ance should be extended to countries 
other than the United States and Can- 
ada. The advertising manager of the 
Peruvian Railways recently wrote the 
Company recommending the Guide as 
a medium for encouraging the Peru- 
vians to step up and toe the dotted line. 

* * @ 


May Use Wisconsin Law as Model 

The Wisconsin workmen’s compensa- 
tion law may be used as a model by 
the state of Minnesota. Six members 
of the Minnesota legislature came to 
Madison this week to take testimony on 
the workings of the law. Minnesota 
has a law that is enforced by the 
courts, instead of by a commission and 
there is general satisfaction. Those at- 
tending the hearing here were Sena- 
tors Paul Guilford, Ole G. Sageng, and 


- Joseph Jackson with A. O. H. Street as 


senate committee secretary, and Repre- 
sentatives W. I. Nolan, W. I. Norton, 
and T. J. McGrath with John Levin as 
house secretary. Others attending were 
E. A. Sherman, L. K. Eaton, Herman L. 
Ekern, and Sam A, Harper. The com- 
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mittee listened to the testimony of Fred 
M. Wilcox, Thomas Konop, F. E. Witte, 
of the Industrial Commission; Charles 
H. Crownhart, former chairman of the 
commission and now reviser of the stat- 
utes, and Judge E. Ray Stevens, of the 
Dane County Circuit Court. 

ss 8 


Optimistic View 

An optimistic view is taken of the 
economic situation by the Massachu- 
setts B. & I. It says that the price 
reductions now current will clear the 
atmosphere and correct an unhealthy 
condition, curbing extravagance; and 
that we are now entering a period of 
readjustment which will ‘result in that 
saving and insurance that will make 
people realize the necessity for taking 
out insurance. 

. > 
An Important Endorsement 

“It’s a wise thing,” remarked an el- 
derly automobilist, “to study your insur- 
ance policy carefully and find out just 
what it will and will not do. I learned 
this by sad experience.” This exper- 
jience he tells in “Protection,” the 
Travelers paper. 

“My car was insured for public lia- 
bi'ity and property damage in the 
Blank, and I considered myself well 
taken care of. But one day I was com- 
ing down a steep hill over a wet road. 
A dray was going down ahead of me 
and another machine was coming up. 
At first I thought I had plenty of time 
to pass the team before the other car 
got there, but then I saw he was com- 
ing quicker than I reckoned, so I de- 
cided not to try. Then I found myself 
bearing down on the wagon too rapidly, 
so I slammed on my brakes. 

“I forgot all about the wet road. My 
car skidded across directly in the path 
of the up-coming machine, and we 
crashed. The front of his car was badly 
smashed; the damage on my machine 
was chiefly confined to paint, so I did 
what I could to get him in. Then, as 
there was no question as to who was 
responsible for the accident, I referred 
him to my insurance company and con- 
sidered the matter settled. 

“But I’d made one big mistake. That 
machine which I struck was some odd 
make that didn’t happen to have a serv- 
ice station in this section. One of the 
parts that needed to be rep'aced had to 
be ordered from the factory, and the car 
had to wait in the garage three weeks. 
Now the owner happened to be a sales- 
man dependent upon that car to get 
around, and it was necessary for him 


to hire another. My insurance company 
paid the repair bills—but they forward- 
ed to me a bill for $180, the rental of 
the hired machine for three weeks at 
$10 a day. It nearly knocked me over, 

“Oh, I won’t make that mistake again. 
I’ve got my old bus insured in the Trav- 
elers now—and they include ‘loss of 
use’ in their property-damage policy—a 
fellow can’t go far wrong there. My ex- 
perience just goes to show that the pol- 
icy with the lowest initial cost is not 
a!ways the cheapest in the end.” 

*- ¢+ 8 


Otto’s Decorations 

Andrew C. Otto, Jr., adjuster of burg- 
lary losses for the United States Fidel- 
ity & Guaranty, was not decorated by 
General Robert Nivelle, of the French 
Army on Armistice Day at the Seventh 
Regiment Armory. However, he was 
decorated twice while overseas. Mr. 
Otto served on the Mexican border. 





J. F. MATTHAI’S CAREER 

Joseph F. Matthai, who has joined 
the automobile department of the Unit- 
ed States Fidelity & Guaranty as su- 
perintendent in charge of the detailed 
operations under the direction of Sam- 
uel H. Shriver, was an associate super- 
intendent of the inspection and merit 
rating department. He joined the com- 
pany as an inspector tn 1915. In May, 
1917, he entered an officers’ training 
camp at Fort Myer, Va. Then he went 
overseas as a lieutenant with the 319th 
infantry of the 80th division, and saw 
service on the British front and later 
in the Meuse-Argonne offensive. One 
of his arms was injured in action on 
November 17, 1918. He was discharged 
from the army July 5, 1919, and re 
turned to his work with the company. 





HONOR S. H. WOLFE 

Colonel S. H. Wolfe, actuary, has 
been elected commander of the New 
York Chapter, Military Order of the 
World War. Among other prominent 
insurance members is Eckford de Kay, 
a New York broker formerly with the 
New York Insurance Department, who 
was a lieutenant-commander in the 
navy. 





TRAVELERS STANDARD 
The articles in “The Travelers 
Standard” of this month bear these 
titles: “An Oxygen-Tank Explosion, 
“A Building Construction Hazard,” “In- 


-dustrial Hygiene,” “Gasoline and Prac- 


tical Jokes.” 
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CASUALTY AND SURETY POINTERS a ee S 5, A Seen 
When Insured in 
. ‘ a 
The National Casualty has out leaving your desk. Unlike contracts G ( | 
Some been called upon of late which stop the coverage when it is eor 1a asua ompany 
Tips About to write ads for agents in most needed, at age 60 or 65, it rounds 
Advertising the field, who are desirous out its complete and perpetual protec- 
of developing their terri- tion by paying an income for life. It You .) O ~ Everyone 
tory by surrounding themselves with is the only policy of its kind on the are URE F ERVICE 18 
efficient co-workers, and the Company market. The accident and _ health 
has — the conclusion that per- sold either with or without the Life and Surplus and Reserves to Policyholders Over Two Million Dollars 
haps the idea of advertising in the pa- feature is non-cancellable, and may be e 
pers may not have appealed to some Pension feature.” HOME OFFICE: MACON, GEORGIA 
as worth the money spent. According The letter, which bears the caption 
to its experience and the experience of of “brain insurance,” follows: 
other representatives of the Company Dear Sir:—Each $5,000 you earn ——— 


who have tried out the plan, the Na- 
tional says it can make the assertion 
that wonderful results have been se- 
cured as a result of a small ad run in 
the classified columns of different 
dailies. 

Perhaps many men would like to try 
out the plan, therefore the Company 
offers a few short, inexpensive ads that 
have brought good results. “You ought 
tc have a few boosters in your vicin- 
ity, and as it has been proven beyond 
a doubt that sub-agents secure some 
business that you otherwise would not 
get, it is up to you to make the most 
of your opportunity by appointing fac- 
tory foremen, time keepers, clerks, or 
any person who has some spare time,” 
says the Company. “Use some of these 
ads in your local papers. It will on'y 
cost you a few cents, and I am sure 
you will be surprised at the number of 
people who are anxious to make some 
extra money.” 

The ad suggestions follow: 

Opportunity for an active, ambi- 
tious man to secure agency for old 
line Health and Accident Insurance 
Company. Liberal policies—low 
cost. Part or full time agents 
wanted. Write or cal] in person. 

Do you want to make some more 
money? Here is the opportunity— 
Write health and accident insur- 
ance during noon hours, evenings 
and spare time. The result will 
surprise you. See me today. 

A representative wanted in every 
factory and shop to write accident 
and health insurance. Good money 
can be made during spare time. 
Answer quick. 

Here’s an opportunity to get away 
from that inside confining grind. 
Write accident and sickness insur- 
ance. All wage earners can be so- 
licited. Spare time to start. Write 
today. 

Foreman—A_ splendid opportu- 
nity to increase your income by 
writing Health and Accident Insur- 
ance among the men during spare 
time. Chance to make mighty good 
money. Write me at once. 

A special opportunity for an am- 
bitious man to start building up a 
good business for himse'f. Ener- 
gy only capital required. Spare 
time to start. Investigate today. 

WHY NOT? Here’s your chance. 
Pick up some extra money writing 
accident and sickness insurance. 
Liberal policies for all wage earn- 
ers. Part time to start. Begin at 
once, 

Do you want to make more mon- 
ey? Here’s your chance. Push 
our business during noon hours, 
evenings, etc., and you will be sur- 
prised at what you can accomplish. 
NATIONAL CASUALTY COM- 
2 errr errr Local Agent 


Goulden, Cook & Gudeon, 


Suggests managers of the Connecticut 
Letter for General Life, have prepared 
Brokers’ a letter for brokers and ag- 


ents to send to the public. 
Accompanying the letter is this advice: 
“You can save time, energy and shoe 
leather by the use of a good selling 
letter to create live prospects. If you 
mail the enclosed to a selected list of 
men whose incomes are $10,000 or more 
annually, you will find that this form of 
insurance can be sold very often with- 


yearly is equivalent to the interest on 
a capital of $100,000. 

Your brains are your capital. The 
capital you carry in your head is im- 
mune from bank burglars and stock 
jugglers. It is yours as long as you live 
and keep your health. 

A new way has been devised to safe- 
guard that capital against disability, old 
age and death. 

The first monthly deposit (a donation 
to yourself) immediately creates the 
following: 

$100,000 Trust Fund for your family 
until age 65. 

$1,000 guaranteed monthly income if 
disabled by any illness or any accident. 

$1,000 monthly life income beginning 
at age 65, payable as long as you live. 

It is the best protective investment 
obtainable. The only contract provid- 
ing for every contingency of life or 
death. 

May we tell you more about it? 

Very truly yours, 
* . o 


A Canadian court of ap- 


Liability peals recently re-affirmed 
of the old decision that the 
Gwnership mere ownership of a team 


Or vehicle made a man 
liable for any injuries it might in- 
flict on the public—notwithstanding 
the fact that the public itself might be 
negligent and partly to blame. 

In other words, the burden of re- 
sponsibility for an accident is thrown 
upon the proprietor of the automobile 
or team involved. This burden may 
be heavy—crushing him down by the 
weight of a $40,000 judgment. Why 
try to carry it yourself, when there's 
a strong company like The Travelers 
ready to do it for you? says “Protec- 
tion.” 


* e . 
Remember the story of the 
A miser and his horse? asks 


Sawdust the Massachusetts B. & I. 
Diet Just when he had trained the 
horse to eat sawdust instead 

of bran, the horse died. 

The salesman who waits for business 
to come to him is miserly with his 
efforts and cannot long exist on their 
fruits. Get out where the business is 
and sell insurance. 














BIG WRITERS 
READ 


THE EASTERN UNDERWRITER 
Each Week for New Ideas 


DO YOU? 


Subscription $3 a Year 
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The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


HOME OFFICE, 


CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
8S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 


Robert A. Drysdale, Vice-Pres. 


47 CEDAR STREET 


Alonse G. Brooks, Ass’t Ses. 
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HEAD OFFICE 
CHICAGO 


F. W. LAWSON 


General Manager 


Liability, Accident 
Burglary,Boiler and 
Credit Insurance 











THE SIGN OF GOOD CASUALTY INSURANCE 


Established /469 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 








. F. J. WALTERS 
Y Resident Manager 


55 JOHN STREET 
New w York 


Elmer A. Lord &Co. 


145 Milk 8t., Boston 
Resident Managers 
gland 








——— 
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1714% commission on all business placed with Motor Car Mutual 
Casualty Company and 20% on all business placed with 
the Motor Car Mutual Fire Insurance Company 
MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 
MOTOR CAR MUTUAL CASUALTY COMPANY 


50-56 JOHN STREET, NEW YORK CITY 


Telephone, John 5880 


We are open for agencies in New York and Pennsylvania 


No direct business written 














The Employers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 


SAMUEL APPLETON IN, Uni M, United $ States Mer. 


33 BROAD STREET, BOSTON, ‘Mass. 
AGENTS WANTED 

















: t; 
Massachusetts Bonding and Insurance Company 


BOSTON 
Paid-In Capital $1,500,000 





BUSINESS=BUILDERS 


DEVELOPING 


«, Fidelity and Surety Bonds, Liability Workmen's 


Compensation, Automobile, Accident, Health, 


Burglary and Plate Glass INSUR ANCE 


APPRECIATE THE CO-OPERATION OF THE———— 





T. J. FALVEY, President 


Write For Territory 





American 
Surety 


Company 
of New York 


100 BROADWAY 





| Fidelity and | 
| Surety Bonds 














| Burglary Insurance | 
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4 “The Groat Rie Isorance Company of he Weld 
aq ~iverroor. 
% ~~ s» [LONDON 
= o- “GLOBE 


Insurance Co. rrp 
of Liverpool, England 
(A STOCK COL @aANY 














REPUTATION! § 


Practically every writer since the world began has 
had something to say about this one little word. 
"roy 





“The way to gain a good r repu utation is to 
endeavor to be a t you desire to appear.” 
—Socrates 
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The old Greek philosopher lived lot veal 
surance was thought of, be it his logic is heartily 
accepted in s in iping the policies of the Liverpool and 
London and Globe Insurance ps ympany and The Star 
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Insurance Company of America. 
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